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Ready for you - - 
Now ——— 


The New April 1941 (119th) Edition of 








Lumbermen’s Credit Rating Book 


The Authentic, Supplemented Credit Rating Guide 
—Sales Department Directory of Carload Buyers and 


—Dependable List of Mills and other SOURCES of SUPPLY 


JUST OFF THE PRESS 


e Always Up-to-Date 


Being supplemented TWICE - A - 
WEEK, this Rating Book, in your 
office, is kept new and up-to-date. 
Changes are reported to you every 
three days. 


e New Concerns Reported 


New concerns starting up are imme- 
diately reported in the TWICE-A- 
WEEK Supplements—an invaluable 
source of new potential customers. 


e Exclusive Ledger Information 


Thousands of Deliquent Unpaid Ac- 
counts Reports received monthly give 
you the benefit of Exclusive Credit 
Facts—garnered from the ledgers of 
hundreds of manufacturers and 
wholesalers. 


e Effective Tracer System 


Tracer System of gathering informa- 
tion offsets the effect of “hand- 
picked” references. Reciprocal 
Tracer Reports are sent free to 
cooperators. 


YOU CAN USE IT 30 DAYS ON APPROVAL 


Determine for yourself, in your own office, the value of this Supplemented Credit Rating Book as 
specialized service. There is No Obligation. If not satisfied, you return the book at our expense. 


Don’t Delay -- WRITE Today 


Lumbermen’s Credit Association Inc. 


608 S. Dearborn Street 
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This Country of Ours 


Defense Requires Extension of 


No-Overtime Period 


The following editorial from the 
New York Times of April 5 seems a 
reasonable suggestion for ““Wage-Hour 
Act Revision.” 

“The problem of the relationship of 
labor and the Defense program is a 
many-sided one, which has still failed 
to receive the comprehensive survey 
that it ought to have. At the moment, 
Congressional attention is focused on 
one single point—how to prevent 
strikes. While this question is critical, 
there remain many other labor prob- 
lems of the first importance. What is 
now called for is less a piling up of 
new legislation than a dispassionate 
revision of much of the labor legisla- 
tion that we already have. 

“One law obviously in need of such 
revision is the Federal Wage-Hour 
Act. Minimum wage and maximum 
hour laws are both desirable in prin- 
ciple; and there are some model State 
laws covering both. The Federal Act, 
however, is badly conceived and in- 
flexible, and a very serious obstacle to 
full production and economic stability 
in the present crisis. It has been de- 
fended, however, in a completely un- 
realistic manner by the Secretary of 
Labor, on the ground that ‘any em- 
ployer in the land can automatically 
work his employes as many hours 
beyond forty a week as he cares to 
without asking permission of anybody 
so long as he pays the overtime rate 
of time and one-half.’ 

“The last condition is added as if 
it were relatively of no importance. But 
every one of practical experience knows 
that as a practical matter this prevents 
a working week of more than forty 
hours except in rare or special cases. 
For where a firm has accepted a con- 
tract with a narrow margin of profit it 
simply can not afford to run up its 
hourly labor cost by 50 per cent. It 
can do so in the special case of a cost- 
plus-a-fixed-fee contract with the Gov- 
ernment; but this simply means that 
the cost is passed on to the taxpayer, 
or, to put the matter differently, that 
the Government gets just so much less 


Defense for its money. When short- 
ages of skilled labor develop, as they 
are already doing at strategic points, 
then the forty-hour week provision 
means in a majority of cases less pro- 
duction that would otherwise be obtain- 
able. 

“The real question is not theoretical 
but practical: The problem is to de- 
termine in different lines what length 
working week will lead to maximum 
production while safeguarding the 
health and general welfare of the work- 
ers. It is this practical question which 
Miss Perkins’ arguments persistently 
overlook. The research staff of the 
Twentieth Century Fund recently an- 
nounced the conclusion that the work 
week that results in maximum output 
per worker lies somewhere between 
forty-eight and sixty hours a week for 
most occupations. 


“Tt certainly seems a fair assumption 
that a modification of the law to permit 
a forty-eight-hour week before legally 
obligatory time-and-a-half overtime be- 
gins would permit increased production 
without leading to undue hardships. 
Such a change, it should be pointed out, 
would not entail asking labor to work 
a longer week for the same pay as a 
shorter week. An employer, say, paying 
$1 an hour would still be obliged to pay 
$48 for a forty-eight-hour week com- 
pared with $40 for a forty-hour week. 

“Another question raised by the 
Wage-Hour Act that has not begun to 
receive the consideration it deserves is 
the now vital question of training. 
The Administrator of the Act is au- 
thorized to issue certificates of excep- 
tion in the case of learners and appren- 
tices; but we may ask again, as a 
practical matter, whether this has been 
done, or under the present law is likely 
to be done, to the extent necessary to 
encourage an adequate training pro- 
gram for apprentices.” 


Science Joins with Salesmanship for 
Utilization of Forests 


had themselves some gloomy fun 

over the alleged inconsistencies 
of the Department of Agriculture. 
They point out the fact that the De- 
partment with one hand is trying to 
reduce production by cutting acreages, 
and with the other is working on pest 
control and plant breeding that will, if 
successful, increase per acre produc- 
tion of the farms. 

The Department replies that this is 
an incomplete account of its work. It 
has tried to fit total production to ex- 
isting markets; and its field science is 
aimed, first of all, at reducing the 
farmer’s production costs. But this is 
not the whole story. Farming can’t 
be fenced off from society. An im- 
portant part of the Department’s work 
is developing new markets for the 
benefit both of farmers and of city 
populations. Crop adjustment and 
rural living are among the Depart- 
ment’s responsibilities, quite as much 


Ohad CITY business men have 


as is pest control. “Farm science,” 
says the Secretary, “must deal not 
merely with the phenomena of nature 
but with those of human society.” 

We have seen the same general ex- 
tension of duties within our own indus- 
try. There was a time when the big 
job of lumbermen was that of lum- 
ber production. It expanded to include 
scientific forestry. It includes now a 
salesmanship that will take full ac- 
count of the customer’s needs and bene- 
fits as well as of the seller’s proper de- 
sire for a profit. We are told that, 
for the full use of the forests and the 
practical welfare of the public, we must 
find suitable new uses for the trees that 
are maturing in the big woods. 

A closely knit modern society can 
no longer be divided into water-tight 
compartments of special interest. Every 
industry, for its own safety as well as 
for the public good, has to adjust itself 
to the whole of national life. 
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Cooperation with the local Chamber 
of Commerce in a program to improve 
the quality and increase the quantity 
of poultry in the community has given 
Matt Dinges of the Schwaller’s Sons 
Lumber Co., Hays, Kan., a great deal 
of pleasure, and has been a tremendous 
factor in building good-will for his con- 
cern. Furthermore, it has provided 
some mighty fine leads for farm build- 
ing business. 

For the third time in as many years, 
Mr. Dinges has been supporting the 


Amemcanfiumberman 


Below right: One corner 
of a former Hays poul- 
try exhibit showing a 
few of the many pens 
entered 


Hays organization of businessmen in 
the sponsorship of a poultry contest 
for the youngsters of the county. To 
any local boy or girl, 12 to 20 years 
old, the C. of C. will give 25 U. S. 
approved and certified White Rock day 
old chicks. The child and his parent 
or guardian signs an agreement to enter 
his or her four best chickens in the 
Chamber of Commerce poultry show 
and contest the following fall, which 
chickens shall become the property of 
the businessmen’s organization upon 
the close of the show. 

Cash prizes totaling $75 are awarded 
to those whose chickens are judged 
best. No young poultryman is penal- 
ized for unavoidable loss of his chick- 
ens provided he reports the loss at the 
time of its occurrence. If at any time 
during the contest a participant wishes 
to dispose of his chickens, he may be 
released from his contract with the 
Chamber of Commerce by paying two 
dollars, the cost of the chicks. 

Applications for chicks were accepted 
between January 18 and February 8. 
This early date gave enrollees time to 
make preparations for the care of the 
chicks before they were distributed 
through local hatcheries from February 
20 to March 20. Eight thousand chicks 
were entrusted to youthful owners and 
it is expected that nearly 1,000 full 
grown chickens will be entered in the 
show this fall. In past years more than 
96 percent of the chickens have been 
raised successfully. 
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Lumberman Wins Friends 
By Aiding Local Poultry 
Raising Program 


The registration of applicants pro- 
vided considerable information which 
was valuable to the lumbermen. The 
type and size of chicken housing equip- 
ment on each contestant’s farm was 
learned as well as figures on the num- 
ber of chickens that had been kept 
through the winter. 

Because Hays has no auditorium or 
exhibition hall, the Schwaller’s Sons 
Lumber Co. offered the use of their 
buildings for the poultry show last fall. 
In the past, receipts from the sale of 
the chickens after the show has paid 
the cost of the original chick purchase 
and incidental expenses of the exhibit. 
Prize money and advertising expense 
was charged to the Chamber of Com- 
merce fund. Charles F. Price, secre- 
tary of the Hays C. of C. expects that 
sale of the exhibition poultry will go 
even further toward meeting the full 
expenses of this year’s project. 

“The main object of this program,” 
said Mr. Price, “is to encourage more 
and better poultry in this community. 
We are looking forward to a time when 
we will have sufficient production to 
warrant at least a small poultry pack- 
ing plant, or even take care of the 
demands of our local community so far 
as poultry is concerned, plus the eggs.” 
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A recent survey snows that lumber 
dealers have more to do with recom- 
mending millwork than any other 
group interested in the building indus- 
try. Also, that on the average, lumber 
dealers make a higher percentage of 
profit on millwork than on most other 
elements used in building. Are you 
pushing this profit item hard enough? 

In this age of functional architec- 
ture, doors and windows are becoming 
more and more a study in themselves. 
The tendency to find more uses for 
each room gives doors a new impor- 
tance in house planning. Each of the 
following paragraphs presents a sales 
or use idea relative to this new con- 
ception of the place doors, windows, 
and millwork have taken in home sell- 
ing and planning: 


General 


In remodeling—great changes can 
be made at small cost through the use 
of new doors, windows and hardware. 
Six-panel doors and twelve-light win- 
dows, for example, will produce a 
Colonial effect. It is not always neces- 
sary to worry about new room layouts 
and new porches to remodel a house 


attractively. 
- * * * 


Did you tell your customer that all- 
wood walls never have to be refin- 
ished; that there are no cracks to be 
worked over; that they remain in the 
same state of beauty throughout the 
years? Even in a modernistic house, 
a panelled room goes well. 

* * * 

It is indicated that as far as homes 
are concerned we are in a Colonial de- 
sign boom. Apartment houses are 
popularly semi-modern in style, using 
more large flat surfaces—for ease in 


cleaning. —— 


Properly used—millwork constitutes 
the prime beauty of the home. To 
prove this—show the customer a draw- 
ing or an unfinished house without any 


millwork. 
* : ” 


All women understand woodwork 
in a home. Actual size or miniature 
working models of windows, doors, 
and cabinet arrangements will help to 


sell them. —— 


Experience has shown that FHA 
has increased the demand for storm 
sash and doors. Figure them in on the 
original estimate. 

* * * 

Saseboards for practicality. They 
keep the scuffs of shoes, furniture, and 
vacuum cleaners from marring the 
base of the wall. 
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When a customer finds a door in his 
new house that has “warped” maybe a 
quarter of an inch, he probably 
squawks about it because he is afraid 
that in another year it will warp an 
inch-and-a-half. If he understands that 
the real strength and resiliency of his 
house depends on the “live” material 
in it; that the door is merely adjusting 
itself to the house and will not warp 
any more, and in fact may adjust back 
again—he will probably be happy 
about it and satisfied. 

* * x 

When contractor insists upon put- 
ting in the millwork before the plaster 
is dry, because his “customer demands 
it’—ask for a signed release from all 
future millwork trouble in that house 
and inform the “customer” that you 
are getting it. Explain why—and nine 
times out of ten the “customer” won't 
allow the contractor to install the mill- 
work until the plaster is fully dry. 





Doors 


Exterior doors should be chemically 
treated for protection against termites 
and fungus growth. The treatment is 
water repellent and gives the wood 
greater resistance to weathering and 
provides a good base for any finish. 

* * * 

Two slender door panels emphasize 
vertical lines, and give rooms with low 
ceilings the appearance of additional 
height. A door with horizontal lines, 
with, for example, five cross-panels, 
reduce the apparent height of the door. 

kK Ox 

Doors with a larger glass area to 
admit more light are suited to 
entrances shaded by porches; usually 
used without side lights. 

* * * 

Doors with a small glass area that 
admits some light are suitable for front 
entrances not shaded by porches; can 
be used with or without side lights. 

* * * 

Flush doors present a smooth, un- 
broken surface, appropriate to archi- 
tecture and furnishings in modern 
style. 

* * * 

Assurance of full door satisfaction 
is gained if every door is hung with 
three hinges for more positive opera- 


tion. 
*x* * * 


Slab doors, flush doors, and some 


colonial doors, can be used as Dutch 


doors. 
* * * 


A single panel door, or insert one- 
panel, harmonizes with a great many 
interiors. 
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A SALES POINT 


Good proportions of door panels in- 
vite decoration with pictures, prints, 
or free-hand designs. Leather or 
leatherette applied with brass tacks for 
den or library or son’s or daughter’s 
rooms: brass tacks make a design of 
their own. All-over color treatment 
lends individuality to any door. Cover- 
ing a door with a photo mural will 
produce an effect that’s strictly mod- 
ern and a design that’s exclusive. The 
quaintness of a Dutch door may be 
heightened with an appropriate floral 
or scenic design. Nursery, kitchen, 
or hobby room doors may be deco- 
rated. 


Windows 


Where several windows are used 
along one side of a room, a “broken 
up” effect may be avoided by placing 
them close together so that they may 
be treated as a unit, and thus save 
wall space. 

*x* * * 

Storm sash can cut fuel bills as much 
as 30 percent. They pay for them- 
selves many times over where winters 
are severe. In addition they make the 
house much more comfortable in cold 
weather. 

* * x 

Windows make a greater contribu- 
tion to a room’s beauty if the sills are 
slightly below the eye level of persons 
seated. 

* * * 

Two-light windows, divided four- 
horizontal-lights high, are adapted to 
modern architecture. 


Bedrooms 


A stationary mirror on the wall 
flanked by mirrored doors, hinged so 
they swing toward the center, is prac- 
tical, for it allows Mrs. Housewife to 


see herself as others see her. 
x * * 


To connect bedrooms; bedroom and 
child’s room; or bedroom and sleeping 
porch, lattice doors aid ventilation and 
yet provide privacy. 

* * * 

In the room for a school-age child, 
a built-in chest with end to the wall 
can form a satisfying semi-partition. 
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MILLWORK 


TO A PARAGRAPH 


A guest room that becomes an eff- 
ciently arranged sewing room, or vice 
versa, without moving a stick of fur- 
niture, will please any housewife. The 
sewing machine can be given a built-in 
place of its own in the closet; the built- 
in ironing board can be let down from 
the wall; a table can be provided that 
gains length when its leaves are raised. 
Double duty rooms may be arranged 
by providing closets that hold a hobby ; 
cupboards and shelves to hold the 
small tools ; chests of drawers that be- 
come desks; sofas and love seats that 
become beds; doors with hanging 
shelves and racks on the inside and 
full length mirrors or decorations on 
the outside. 

* * * 

In bedrooms where cross ventilation 
is important and where there are two 
outside walls, wall space can be con- 
served and the room made attractive 
by using either one very large window, 
or a group of small windows, or a bay 
window in one wall; and two well sep- 
arated windows in the other. The area 
between the well separated windows 
may be made effective by use of a 
large mirror covering the entire area 
so that the window units and mirror 
may be treated as a single unit, or 
separately. 

* * * 

Drawer space, bookshelves, a dress- 
ing table, or desk, make a window cor- 
ner assume inviting usefulness. 


* * * 


In bedrooms and bathrooms, consid- 
eration should be given to the ability 
of a door to muffle sound. 


Kitchens 


In the kitchen there are three areas 
of activity: the refrigerator, the center 
of the receiving area; the range, focal 
point of the cooking and serving area; 
and the sink, center of the cleaning 
and preparation area. Modern kitchen 
planning saves steps. Kitchen doors 
should fit into the “work flow” plan, 
open and close easily and positively, 
be attractive and easily cleaned. 

* * * 


A dining counter in a shallow bay 
with large windows may answer a 
group of breakfast nook problems. 
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Six and eight-light casement win- 
dows are frequently used in homes of 
traditional architecture. One or two 
pairs of casement windows might be 
used over the kitchen sink because in 
such a location a casement sash would 
be easier opened and closed than a 
double-hung window. Units may swing 
from either side, or center units may 
be stationary, flanked by swinging 
sash. 


Dining and Living Rooms 

A dining room may change its 
character with the seasons. Large 
windows and French doors framed in 
gay chintz make the dining room seem 
a part of the summer garden; curtains 
and heavier drapes will subdue the 
landscape in winter. 

x* * * 

In a room that serves for both liv- 
ing and dining a large window area 
is needed to provide light and air, and 
to avoid dark corners and awkward 


wall spaces. 
* * * 


French doors opening onto a porch 
or terrace will make a living room 
lighter and more cheerful. 


Halls and Closets 


A well-planned hallway or vestibule 
should be large enough to permit three 
or four people to step inside out of 
the weather quickly. It should limit 
the view into the living room in the 
interest of privacy. A closet near the 
entrance for wraps may form one side 
of the hall, helping to define the en- 
trance area. Where stairs rise from 
the entrance hall, a closet may be lo- 
cated beneath them. 

* * * 

Twin “Mama and Papa” closets in 
the bedroom with built-in shelf space 
in one, with milady’s dressing table 
and mirror hung on the back of the 
door; and the other, equipped with 
hangers and a deep shelf across the 
top for luggage, will add much attrac- 
tive convenience to either a “master” 
or “guest” room. 

* * * 

Closets serve better, halls are more 
cheerful, and stairways safer, when 
well-placed windows admit ample day- 
light. A big window on a stairway 
landing, in the front door, opposite a 
casement door, or near the foot of the 
stairs, are practical considerations. 

* * * 

Space under the stairs, a storage 
closet, or the end of a hall may be used 
to provide a powder room with lava- 
tory, toilet, and dressing table. 
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A complete dark room may be cre- 
ated in a closet. 


Attics and Basements 


Partitions in the basement eliminate 
waste space, improve appearance, and 
provide useful areas, such as a recre- 
ation room, work room, dark room for 
the camera fan, heating room, and 
laundry. Partitions of course call for 
properly arranged doors and windows, 
wall paneling, shelves, cupboards, for 
books and equipment; seats for table 
tennis fans to watch important games ; 
a shower room with closets, toilet, and 
full length mirror. 

*x* * * 

In the attic, big windows take ad- 
vantage of the abundant light and air 
available to third floors; doors help 
control ventilation, provide privacy, 
and separate the attic into functional 


units. 
x * * 


For the outside basement stairway, 
a French door will admit additional 
light and add safety at this point. 


Porches and Garages 


A porch should be at least seven feet 
wide to avoid the necessity of having 
to line up all the furniture along one 
wall. Hitch the porch onto just one 
door of living room or dining room, 
then less light is shut off from the main 
part of the house. Simplest roof for a 
side porch is the lean-to. Roofing the 
porch with a flat deck provides two 
porches at once—one upstairs and one 
down. A door to the deck from the 
bedroom provides more air on hot 
nights, since a door is generally half 
again as large as a window. 

x= * * 

A porch enclosed for year-round 
utility, with storm sash all around, and 
screens for summer, becomes a second 
living room in summer, and an outdoor 
playroom in winter, where the chil- 
dren can play without disturbing the 
rest of the household. 

zs. * * 

The creation and maintenance of a 
summer living porch will be facilitated 
by placing the post supports so that 
stock screen and window sash can be 
fitted: screens and windows inter- 
changeable. 

* * * 

A house-to-garage connection may 
provide a needed stable for bicycles, 
roller skates, etc., or it may be made 
into a miniature conservatory by use 
of a pair of French doors. 

* * * 

A playroom wing may be built onto 

the garage. 
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If we needed evidence that custom- 
ers read the experimental stuff about 
housing, we got it in the Lampert yard 


office, lowa City, Iowa. 

A carpenter, Brown by name, came 
in with a letter from a prospect. The 
letter contained a picture, cut from a 
popular magazine, of a rammed-earth 
house. With the picture were several 
pages of description and statements of 
value, including roof insulation consist- 
ing of half an inch or so of water. The 
prospect was interested and wanted 
Carpenter Brown to estimate the cost 
of building the house. 


Story of Frame House Needs 
Constant Re-telling 


The right least in this 
climate, is to interest the prospect in 
a design that in winter would not look 
like a ballet dancer in a snow drift, 
and to sell him locally-proven building 
materials. The magazine story was 
just picturesque news, describing one 
of the many housing experiments that 
are always going on. Rammed-earth 
understand, are fairly old 
in certain places. But the story was 
no benefit to this prospect. Quite the 
contrary. Certainly it wasn’t helping 
Carpenter Brown or Irving Schaefer, 
the Lampert manager, to get this per- 
son a satisfactory house. 


course, at 


houses, we 





Open-Yard "Island" for storage and 
display of clay products, farm gates 
etc. at Lampert Yard 


Front of office 
and main ware- 
house, Nagle 
Lumber Co., 
lowa City, lowa 


These odd items of building ideas are 
not numerous enough or _ serious 
enough to count much. But they do 
indicate the value, now and then, of 
getting information about frame houses 
over to the local public. Frame build- 
ing is so old and well established that 
dealers take its value and the public 
understanding of its value for granted. 
They are occasionally surprised un- 
pleasantly to discover that the public 
isn’t following them. It’s a pretty good 
idea, once a year or so, to use the 
newspaper advertising for a couple of 
weeks to tell the story of frame con- 
struction. A good many people need 
to know the facts. 

Mr. Schaefer, at the time of our call, 
was talking with a husband and wife 
about a house and its cost. These peo- 
ple, too, had a picture taken from a 
magazine. It was a picturesque design, 
much cut up; but it was a plausible 
house and just what they wanted. 
What they wanted to know, all at once, 
was the over-all cost on a complete 
package sale. Mr. Schaefer was work- 
ing out an estimate. 


Real Co-operation with Contrac- 
tor Essential to “Package” Selling 


“This package-selling idea, in one 
form or another, is something most of 
my customers want,’ Mr. Schaefer 
said. “We can’t get away from it, and 
we don’t try; at least when the cus- 
tomer feels that way. It runs from 
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houses to farmers’ hayracks. We're 
in a position to see it in most of its 
forms. Farmers used to do all their 
own building, except dwelling houses, 
and they used to work along with the 
carpenters on the house. Now they’ve 
gotten to be in effect factory man- 
agers, and they want their buildings, 
big and little, done for them by pro- 
fessionals. This is a university town, 
and professors know little or nothing 
about any part of building or financing. 
Our special problem with them is that 
most of them want houses that are 
odd and different; but they want to 
know the price in advance. 

“This makes us meet a delicate situ- 
ation at times with our contractors. 
But we’ve found that by being open 
and honest about it we have no trouble. 
If a contractor brings in a job, it’s his 
job. If we make the sale, it’s ours. 
We figure on his materials, and he 
figures on our labor. If we don’t take 
advantage of him when we have con- 
trol, he’s not likely to take advantage 
of us when he has control. I’d guess 
that in the places where package sell- 
ing doesn’t work so well, the dealer is 
inclined to make an unfair use of his 
control in beating down labor costs. 
He doesn’t get the co-operation he 
needs in getting out buildings satisfac- 
tory to his customers.” 





Storage platform, showing big stock 
of woven fencing, at Lampert yard, 
lowa City 
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Three lowans Talk About Custom- 


ers’ Ideas for Novelties in Housing, 
Financing New Buildings and Re- 
modeling, Relations With Con- 
tractors and Itinerant Competition 


New Owner Remodels Yard; 
Caters to Farm Trade 


The Lampert yard is built on a hill- 
side, and the street-level floor of the 
office, at the rear is on a level with 
the second deck of the main shed. On 
this deck, well protected by a wide roof 
overhang, is a big nail rack copied 
from a_ suggestion printed in the 
AMERICAN LUMBERMAN. It is a frame 


built of two-inch stuff with slanting 
shelves that will hold opened nail kegs 





at the correct angle. Two kegs fit into 
each pigeon hole. The heads are 
knocked out, and the keg continues to 
be the storage bin. Mr. Schaefer says 
it works perfectly. 

In the open yard, surrounded by a 
concrete curb, is a display “‘island’’ con- 
taining farm gates, tile and the like. 
The volume of farm trade is indicated 
by a huge stock of woven fence. The 
Lampert company purchased the yard 
rather recently, and expects to do a 
considerable amount of remodeling and 
repair. The head offices of the line 
are in St. Paul. 


Makes Large Use of Consumer 
Financing Services 


The Iowa City branch of the Hawk- 
eye Lumber Co., head offices at Oska- 
loosa, makes excellent use of a big open 
yard. There is a railroad along the 
end of the yard, with a street between 
the two; so the company was able to 
swing a siding around, through gates 


that are kept locked when switching is 
not going on. 

The Hawkeye yard has a private of- 
fice finished in a handsome smoky 
South American wood. The sales office 
has been recently remodeled. 


Leo Sullivan, the local manager, tells 
us that spring trade is starting in rather 
big volume. He had just sold one 
project consisting of ten or so houses, 
financed by the FHA. He finds this 
financing suits local customers and is 





Open yard of 

Hawkeye Lumber 

Co., lowa City, 

is serviced by a 

railroad siding at 
the right 





a notable aid in making sales. Quite 
naturally there are a number of big 
FHA posters all about the office. Iowa 
City is an old place, as age is measured 
in the middle West, and there is an 
important volume of remodeling finan- 
ced by CIT. This latter financing is 
bringing in a rather amazing volume of 
trade in Iowa. In another town, the 





Sales counter and 

block-letter sign, 

Hawkeye Lumber 
Co., lowa City 
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manager of a local yard of a powerful 
line concern told us that in 1940 he had 
sold $30,000 worth of material on CIT 
financing; about thirty percent of his 
total. This was in a town of 3,000 
people or less. 


Good Service Is Chief Method 
of Sales Promotion 


The Nagle Lumber Co., another 
big Iowa City yard, has one of the 
really handsome offices of the State; 
paneled to the ceiling in hardwoods. 
Lee Nagle, one of the widely known 
Iowa dealers, says he has not found it 
necessary to make extensive use of 
Government financing. The city has a 
couple of strong building and loan asso- 
ciations, and the banks are organized 
to take any loans that are sound. Mr. 
Nagle is a director of a strong bank, 
and is in a position to get his custom- 
ers financed through it. The city has 
done much house building; probably 
200 houses were completed in the past 
two or three years. 

Despite this extensive building for a 
city of its size, Mr. Nagle says local 
dealers have done no special promoting 
or advertising. The business has been 
there. The city grows steadily. The 
State university brings in a couple of 
million dollars a year, and Iowa City is 
the center of a fairly large trade terri- 
tory. So the “promotion” consists 
chiefly of good merchandising service. 
H. P. Jacobs, of the firm, is an archi- 
tectural draftsman who gets out plans 
for jobs that don’t quite reach into the 
tailor-made, architect-designed class. 
There is no charge for the Nagle plans 
if the yard sells the job. Sales are 


usually made through contractors, if the 
jobs are of that size; in fact some of 
the contractors dealing with the Nagle 
yard don’t report their sales until they 
begin ordering out materials. 
Prompted by a roofing salesman who 
had dropped in, Mr. Nagle told of an 
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experience he’d had with a roofing ap- 
plicator. This applicator who, like 
most of his kind, counts his strong- 
arm technic his most important asset, 
started working on a local prospect. 
Mr. Nagle knew about it only when 
the prospect called up and asked the 
price of his best shingles. On the 
strength of this tip, Mr. Nagle went out 
to take a look-see. The applicator had 
really gone to town with his story; 
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had extensive charts, big pictures in 
color, a guarantee that looked like a 
Government bond, and a sympathetic 
bedside manner that marked him as 
guide, philosopher and friend. He had 
everything, it seems, except good roof- 
ing at a right price. It wasn’t so 
difficult for Mr. Nagle to make the sale. 
He offered to beat the price by $30 
at his regular figures if the customer 
would take the same grade of roofing ; 
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but when the latter saw this roofing 
alongside better qualities in the Nagle 
yard, he didn’t want it at all. He said, 
however, that he must see the appli- 
cator again; just out of courtesy. That 
time the applicator stayed three hours 
and couldn’t hear when told it was no 
sale. Finally the customer began pick- 
ing up the exhibits that were laid out 
en the floor and said, “I'll help you 
carry these things out to your car.” 





Alabama Company Takes Own 
Remodeling Medicine 


After preaching modernization to its 
customers for 40 years, the Wood 
Lumber Co. of Birmingham, Ala., re- 
cently took some of its own medicine 
and modernized its own place of busi- 
ness. After the job was done, leading 
customers of the concern, including 
contractors, real estate men, big prop- 
erty owners and the public in general, 
were invited down for a house warm- 
ing. The effect on business was very 
stimulating, reported Allen K. Wood, 
president and treasurer. 

Among the improvements made was 
the installation of a fluorescent light- 
ing system, which not only affords a 
high degree of illumination but adds a 
decorative note also. A new automatic 
winter air conditioning system, using 
gas for fuel, was installed, also an in- 
ter-communicating system for the 
whole office and plant. 

Perhaps the most noteworthy feature 
of the modernization was the way in 


Allen K. Wood, president Wood Lumber Co., Birmingham, 
Ala., in his remodeled office 


which the concern built with its own 
materials to provide demonstrations of 
their use. The lobby, private offices, 
sales rooms, accounting room and con- 
ference room were all re-done and each 
one with a different type of walls, ceil- 
ing, floors, doors, windows and hard- 
ware. Thus the whole stock in trade 
was more or less utilized. What was 
created is a combined display room 
and office. 

President Wood’s office was finished 
in random width, v-joint pine panel- 
ing in natural finish. The floors are 
of +§ x 14-inch clear, plain red oak, 
with a dark walnut stain, In the lobby, 
the floors are of select, plain red oak 
in 1%-inch width. Other type floors 
used include a first grade 24-inch 
Michigan maple in light finish, a No. 1 
common white oak in 21%4-inch width, 
and pine flooring in 3- and 4-inch 
widths, both plain and edge grain. 

Walls and ceilings include plain plas- 


ter; also random width, v-joint panel- 
ing in natural finish; wallboard with 
new type of recessed edge, and beveled 
edge tile board in both square and ob- 
long types. Various types of doors, 
windows and window frames are used. 
Some of the frames are complete win- 
dow units being pre-set and weath- 
erstripped at factory. Screens are also 
factory fitted. There are ten or twelve 
types of interior and exterior doors. 

The color scheme for the walls in 
the offices is a light bluish green, which, 
together with the lighting, is easy on 
the eyes. Ceilings are finished in na- 
tural ivory. The offices are equipped 
with all new streamlined desks and 
furniture. The counters in the lobby 
are finished in black and cream with 
chromium moulding. Baked enamel 
tile board is used around the wainscot 
and base of the counters. The counters 
have tops of black fibre board. 

All buildings in the Wood plant 
were given a coat of aluminum paint, 
with a window-blind-green trim. The 
company, which engages in both retail 
and wholesale business, recently almost 
doubled the size of its yard and now 
has about six acres in use. 





Main office and sales room of Wood company, looking from 
lobby entrance. 


Note fluorescent lighting 
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Spring Promotes Paint, Plots and Plans 


Fifty million men and women in the 
United States stir uneasily with the 
first breath of spring, and like other 
animals coming out of winter hiberna- 
tion, look about them, feel a resurgence 
of energy and interest, and leap figura- 
tively or literally. 

Most of the fifty million, affected by 
spring verdure and tender plant shoots, 
feel an urge to aid nature and to en- 
hance nature. Otherwise lethargic men 
suddenly appear with varying comple- 
ments of garden tools, and as they 
work in their flower plots or pause to 
enjoy the gentle spring winds, the 
house looking well enough in a setting 
of snow and ice, is now by contrast 
with the fresh color of spring, depress- 
ingly dull. The sagging fence is out 
of tune with the fresh plumage of the 
trees; so is the wilting porch. And the 
discolored, possibly rusty or torn 
screens, lend added discords. 

“Something should be done,” says 
the inspired gardener. It is exactly at 
that point that he is a push-over for a 
canvasser or a salesman from the local 
lumber yard. He has made himself a 
hot prospect for some paint, fence ma- 
terial, a little lumber, screen cloth, and 
possibly some hardware. Nature and 
the primordial urge of animal-kind to 
dress up in the springtime have set the 
stage perfectly for the lumberman’s act. 
All he has to do is take his property 
kit, review his lines, and appear on the 
scene. His wares are more than half 
sold before he ever arrives, and when 
he finishes with the gardener, only half 
or less than half the show has been 
played. 

About that time he might want a 
drink of water, or he might want to 
make a friendly inspection of the heat- 
ing plant. There are all kinds of things 
he might want to do, all calculated to 
get him inside the house. There, our 
spring-infected gardener’s wife is just 
as busy erasing the signs of winter 
from the inside of the house as her 
spouse is outside. 

Once inside that house, the lumber- 
man canvasser or salesman stands with 
no strikes, three balls and a wide pitch 
on the way to walk him to first base. 


The housewife has lived pretty close 
to that interior during the long winter 
months, and she is pretty well fed up 
with it. She has some ideas of her 
own that involve some paint, enamel, 
wallpaper, possibly a new kitchen, new 
bathroom or other remodeling. Here, 
right in the kitchen is the man that can 
tell her all about the things she wants, 
and why shouldn’t she get some of 
them? Her husband has just ordered 
paint for the outside, decided to fix the 
porch and get new screens. She has 
put up with this interior scene as long 
as she proposes to, and does anyone 
think she is going to go through the 
summer with the house looking as it 


does? No, sir. Let’s do this thing 
right, and have a house we can be 
proud of, inside and outside. 

To estimate the amount of sales that 
are lost on the rising tide of enthusiasm 
in spring, just because nobody goes out 
to close those sales, is folly. To say 
that the amount is large enough in 
practically every community to much 
more than warrant the effort and ex- 
pense of putting canvassers and sales- 
men in the field is simply to recite 
a fact proved by the experience of 
numerous lumber and building mate- 
rial dealers who do just that. 

Without taking the program of any 


(Continued on Page 36) 
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sulation is being applied. 








Heres a Timely Tip 


The picture shown here is of the portable insulation unit used by 
J. W. Cope of the Findlay Lumber & Coal Company of Findlay, Ohio. 
This trailer unit, as can be seen from the illustration, has its own power 
plant for the installation of insulation, and there is ample space in 
the trailer to accommodate ladders and other tools and parapher- 
nalia that might be needed. Curtains on the side protect material 





from bad weather, should it be necessary to leave the trailer over- 
night on the job. Incidentally, when the trailer is parked at the site 
of an installation, the sign on the side leaves no doubt as to who is 
doing the work. Mounting the unit on a trailer, and not on a truck, 
means that no motive power is tied up during the time that the in- 
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New Contest No. 11 begins, and the last call for 
answers to Contest No. 10 is made in this issue. Be- 
low, five readers tell how they make small, time-con- 
suming sales pay a profit. If you have solved an un- 
loading from cars-to-sheds problem, or know what to 
do with the small-order man who demands immediate 
delivery (and yet keep him happy) send in your an- 
swers to Contests 10 and 11. If you have a headache 
of your own, we shall be glad to relieve you of it and 


give other readers a chance to present their solutions. 





Aspirin for ‘Headache’ No. 8 


We believe that these small sales, which in them- 
selves bring in only a very small profit, very often lead 
to larger sales which more than make up for this 
additional expense. 

Wherever these small items are stocked, the room 
or rooms are abundantly supplied with samples of 
material and various ideas for building, repairing, 
redecorating, etc. which appeal to the customer and 
lead him to make inquiries about building or repairing 
which he undoubtedly had never even thought of 
before. It probably does require a couple more men 
to attend to this branch 


How Do You Avoid Demands for 


Immediate Delivery on Small Orders? 
IDEAS GIVEN ON MAKING PROFITS FROM SMALL SALES 





* 










customer who probably first got his idea for doing this 
from something he saw or heard while in the store 
of this lumber firm. 

We would say that these various sidelines, them- 
selves, probably do offer a real headache but in the 
course of events they really more than make up for 
this headache in cash sales and satisfied customers.— 
Francis W. Nortz, Lehman & Zehr Lumber Co., 
Croghan, N. Y. 





Time consuming small sales can be made to pay 
only if location of small sale items is convenient, for 
instance, 1x2, screen mould, nails, paint, hardware and 
all these miscellaneous items which go to make up a 
small sale should be not more than five or six steps 
away from the counter where you write your tickets. 
In this way a man can handle a lot of trade and take 
up very little time. I think that if our California 
dealer friend studies his layout, he will be able to 
see how he can make a small sale pay.—A. M. 
Fisher, Jr., Home Lumber & Supply Co., Rock- 
ford, Il. 





Since the California dealer has modernized his 
office, he probably has roofing, wall coverings, or a 
model kitchen attrac- 





of the business but their 
salaries are amply repaid 
when, for example, a 


RULES OF CONTEST 


tively displayed. Why 
doesn’t he construct a 
special entrance, appeal- 
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customer goes away af- 
ter having ordered 2 
combination doors, 6 
storm sash, hardware to 
hang them with and 
paint to paint them, 
when he had come in 
with the sole purpose « 
purchasing a quart of 
paint and a pound of 
nails. This is only a 
minute example of the 
possibilities encountered 
by this department. 
Then, too, this dealer 
says that 90 percent of 
his sales are to contrac- 
tors. The contractor 
needs the material to 
build or repair for the 


First Prize—$10; Second Prize—$5; Third Prize—$3 


1. Solutions of, or comment upon, the "Headache" 
printed in each issue must be not less than 100 words 
or more than 1,000 words long. 


2. Solutions of or comment upon any “Headache” 
must be received within 30 days of date of issue in 
which that "Headache" is stated. 


3. Only retailers and their employees are eligible to 
compete. 


4. The editors of the AMERICAN LUMBERMAN 
shall be the sole judges. Names and addresses of all 
prize winners will be printed in this journal. 


5. All solutions and written comment submitted shall 
be the property of the AMERICAN LUMBERMAN, 
with right to print in whole or in part. 


6. Entrants in any “Headache” contest are free to 
also enter any, or all, later contests; thus it is possible 
for you to win more than one prize—if your solutions 
are judged to be best. 











ing to homeowners, and 
divide the display room 
from the general office. 
A young clerk could wait 
on these customers. Also, 
he could keep from both- 
ering the regular yard 
men by filling the small 
lumber orders himself. 
During the rush hours, 
an extra clerk, for in- 
stance, a high school boy, 
could be hired. 

This plan would nec- 
essarily mean that some 
of the customers would 
have to wait. This would 
be a potential sales ad- 
vantage to the dealer. 
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For, give the average homeowner a comfortable chair, 
interesting literature and appealing surroundings, and 
he will make numerous inquiries about the cost of 
that simply beautiful kitchen. The small-order clerk 
can then turn him over to one of the regular salesmen 
or estimators and an “extra” sale may be born. 

So the modern merchandiser is rewarded instead 
of penalized for his efforts—Marie Lipschitz, The 
Petersen Lumber & Coal Co., Anderson, Indiana. 





Time consuming small sales are a headache, but I 
believe they pay. The people who make small pur- 
chases may at some time decide to build or do some 
spring repairing and repainting. If you have been 
courteous and patient while selling them small bills 
they will remember and give you their business. 

People whether they are small or large purchasers, 
are the best advertising any business can have. If 
small sales are made courteously and sincerely it is 
more than likely that the purchaser will speak of it 
to at least one person. Small purchasers often turn 
into large. They have friends who at some time might 
need your merchandise and will be the reason for them 
coming to you. 

Concerning the time it takes, my suggestion is to 
have one or two people with small salaries to take 
care of the small sales. Two general flunkies could 
be employed to fill the orders. These small salary 
employees could be recent high school graduates who, 
when they have proved themselves worthy and there 
is an opening could be advanced. There are lots of 
young men and women who would be glad to have a 
job, with a chance of advancement.—Sylvia Holloway, 
Holloway Material & Supply Co., Tulsa, Okla. 





Small sales are oftentimes irritating: 

Yet if you look over those customers you would 
find that many of them are repeaters and continue to 
come back, at some time or other they are going to 
be in the market for some material in a larger way. 
So why not allow some of the cost to advertising and 
publicity. 

You pay big money to advertise your service and 
quality, etc., yet here is an opportunity to get paid for 
advertising. 

It may assist you to put up small quantities of 
nails, putty, moulding, etc., in slack off periods and 
charge a standard price for quantities so put up. Also 
as I see in many yards on this side, a notice up in 
the office, minimum cash sales 15 cents or 25 cents as 
the case may be. (We do not have one). All your 
small sales must be at your usual mark up and be 
profitable. Then you must cut your cost to make 
them pay and if they only break even charge any 
difference to advertising—Richard W. Primmer, 
Bloedel, Stewart & Welch Ltd., P. O. Box 834, Port 
Alberni, B. C., Canada. 


New Contest No. I/ 
DEMANDS FOR IMMEDIATE DELIVERY 


From a Louisiana Dealer 


Realizing that you receive quite a few “Headaches” we will 
try to make ours as slight as possible even though it is one that 
presents itself frequently. 

Here it is—a “small order’ man comes into our office and 
orders somewhat like this: 


1—2x4x7 
1—1x6x5 
1—1x3x8 


and, whether or not we are busy, he insists that we “please deliver 
this right away.” He lives within a mile from the yard and could 
have easily carried this small order but he is certain that we won't 
mind doing him this small “favor.” 

We'd like very much to get rid of the “headache” this gives us. 
We enjoy the business given us by the “small order” man but 
would like for him to realize that we can’t deliver his very small 
order right away. 

Hoping an “Aspirin” will relieve us, we are, Yours very truly— 





GIVE US YOUR HEADACHE 


If there are problems that bother you, whether they be large or 
small, the AMERICAN LUMBERMAN invites you to submit them 
to this contest. Every sender of a Heachache will receive, in ac- 
knowledgment, a beautiful automatic pencil, of real value, that he 
will be proud to own. 

Address all correspondence to CONTEST EDITOR, Amenrt- 
CAN LUMBERMAN, 431 South Dearborn Street, Chicago. 





PRIZE WINNERS 


“Headache Contest No. 7” 


THE PROBLEM was, how to compete against the competitor 
who quotes on 1,000 feet of lumber when it takes 2,000 feet to do 
the job, or who doesn’t write down the grade of lumber quoted on 
in the estimate, or who in other ways makes his estimates am 
biguous. 

First Prize—$10 

H. A. Littlefield, Littlefield Lumber Co., Portsmouth, New 

Hampshire. (Solution published April 5.) 


Second Prize—$5 
Edna T. Johnson, Shavertown Lumber Co., Shavertown, Pa. 
(Solution published April 5.) 
Third Prize—$3 


F. V. Ricketts, Mgr., C. F. Hopkins Store No. 2, Marble 
Hill, Mo. (Solution published April 5.) 
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New Contest No. 11 begins, and the last call for 
answers to Contest No. 10 is made in this issue. Be- 
low, five readers tell how they make small, time-con- 
suming sales pay a profit. If you have solved an un- 
loading from cars-to-sheds problem, or know what to 
do with the small-order man who demands immediate 
delivery (and yet keep him happy) send in your an- 
swers to Contests 10 and 11. If you have a headache 
of your own, we shall be glad to relieve you of it and 
give other readers a chance to present their solutions. 





Aspirin for “Headache’ No. 8 


We believe that these small sales, which in them- 
selves bring in only a very small profit, very often lead 
to larger sales which more than make up for this 
additional expense. 

Wherever these small items are stocked, the room 
or rooms are abundantly supplied with samples of 
material and various ideas for building, repairing, 
redecorating, etc. which appeal to the customer and 
lead him to make inquiries about building or repairing 
which he undoubtedly had never even thought of 
before. It probably does require a couple more men 
to attend to this branch 


How Do You Avoid Demands for 


Immediate Delivery on Small Orders? 
IDEAS GIVEN ON MAKING PROFITS FROM SMALL SALES 


* 





customer who probably first got his idea for doing this 
from something he saw or heard while in the store 
of this lumber firm. 

We would say that these various sidelines, them- 
selves, probably do offer a real headache but in the 
course of events they really more than make up for 
this headache in cash sales and satisfied customers.— 
Francis W. Nortz, Lehman & Zehr Lumber Co., 
Croghan, N. Y. 





Time consuming small sales can be made to pay 
only if location of small sale items is convenient, for 
instance, 1x2, screen mould, nails, paint, hardware and 
all these miscellaneous items which go to make up a 
small sale should be not more than five or six steps 
away from the counter where you write your tickets. 
In this way a man can handle a lot of trade and take 
up very little time. I think that if our California 
dealer friend studies his layout, he will be able to 
see how he can make a small sale pay.—A. M. 
Fisher, Jr., Home Lumber & Supply Co., Rock- 
ford, IIl. 








Since the California dealer has modernized his 
office, he probably has roofing, wall coverings, or a 
model kitchen attrac- 





of the business but their 
salaries are amply repaid 
when, for example, a 
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ter having ordered 2 
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when he had come in 
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prize winners will be printed in this journal. 
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Then, too, this dealer 
says that 90 percent of 
his sales are to contrac- 
tors. The contractor 
needs the material to 
build or repair for the 


shall be the sole judges. 


are judged to be best. 





RULES OF CONTEST 
First Prize—$10; Second Prize—$5; Third Prize—$3 


6 1. Solutions of, or comment upon, the "Headache" 
printed in each issue must be not less than 100 words 
or more than 1,000 words long. 


2. Solutions of or comment upon any “Headache” 
must be received within 30 days of date of issue in 
which that Headache" is stated. 


Only retailers and their employees are eligible to 


5. All solutions and written comment submitted shall 
be the property of the AMERICAN LUMBERMAN, 
with right to print in whole or in part. 


6. Entrants in any “Headache” contest are free to 
also enter any, or all, later contests; thus it is possible 
for you to win more than one prize—if your solutions 
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doesn’t he construct a 
special entrance, appeal- 
ing to homeowners, and 
divide the display room 
from the general office. 
A young clerk could wait 
on these customers. Also, 
he could keep from both- 
ering the regular yard 
men by filling the small 
lumber orders himself. 
During the rush hours, 
an extra clerk, for in- 
stance, a high school boy, 
could be hired. 

This plan would nec- 
essarily mean that some 
of the customers would 
have to wait. This would 
be a potential sales ad- 
vantage to the dealer. 
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For, give the average homeowner a comfortable chair, 
interesting literature and appealing surroundings, and 
he will make numerous inquiries about the cost of 
that simply beautiful kitchen. The small-order clerk 
can then turn him over to one of the regular salesmen 
or estimators and an “extra” sale may be born. 

So the modern merchandiser is rewarded instead 
of penalized for his efforts—Marie Lipschitz, The 
Petersen Lumber & Coal Co., Anderson, Indiana. 





Time consuming small sales are a headache, but I 
believe they pay. The people who make small pur- 
chases may at some time decide to build or do some 
spring repairing and repainting. If you have been 
courteous and patient while selling them small bills 
they will remember and give you their business. 

People whether they are small or large purchasers, 
are the best advertising any business can have. If 
small sales are made courteously and sincerely it is 
more than likely that the purchaser will speak of it 
to at least one person. Small purchasers often turn 
into large. They have friends who at some time might 
need your merchandise and will be the reason for them 
coming to you. 

Concerning the time it takes, my suggestion is to 
have one or two people with small salaries to take 
care of the small sales. Two general flunkies could 
be employed to fill the orders. These small salary 
employees could be recent high school graduates who, 
when they have proved themselves worthy and there 
is an opening could be advanced. There are lots of 
young men and women who would be glad to have a 
job, with a chance of advancement.—Sylvia Holloway, 
Holloway Material & Supply Co., Tulsa, Okla. 





Small sales are oftentimes irritating : 

Yet if you look over those customers you would 
find that many of them are repeaters and continue to 
come back, at some time or other they are going to 
be in the market for some material in a larger way. 
So why not allow some of the cost to advertising and 
publicity. 

You pay big money to advertise your service and 
quality, etc., yet here is an opportunity to get paid for 
advertising. 

It may assist you to put up small quantities of 
nails, putty, moulding, etc., in slack off periods and 
charge a standard price for quantities so put up. Also 
as I see in many yards on this side, a notice up in 
the office, minimum cash sales 15 cents or 25 cents as 
the case may be. (We do not have one). All your 
small sales must be at your usual mark up and be 
profitable. Then you must cut your cost to make 
them pay and if they only break even charge any 
difference to advertising—Richard W. Primmer, 
Bloedel, Stewart & Welch Ltd., P. O. Box 834, Port 
Alberni, B. C., Canada. 


New Contest No. I 
DEMANDS FOR IMMEDIATE DELIVERY 


From a Louisiana Dealer 


Realizing that you receive quite a few “Headaches” we will 
try to make ours as slight as possible even though it is one that 
presents itself frequently. 

Here it is—a “small order” man comes into our office and 
orders somewhat like this: 


1—2x4x7 
1—1x6x5 
1—1x3x8 


and, whether or not we are busy, he insists that we “please deliver 
this right away.” He lives within a mile from the yard and could 
have easily carried this small order but he is certain that we won’t 
mind doing him this small “favor.” 

We'd like very much to get rid of the “headache” this gives us. 
We enjoy the business given us by the “small order” man but 
would like for him to realize that we can’t deliver his very small 
order right away. 

Hoping an “Aspirin” will relieve us, we are, Yours very truly— 





GIVE US YOUR HEADACHE 


If there are problems that bother you, whether they be large or 
small, the AMERICAN LUMBERMAN invites you to submit them 
to this contest. Every sender of a Heachache will receive, in ac- 
knowledgment, a beautiful automatic pencil, of real value, that he 
will be proud to own. 

Address all correspondence to CONTEST EDITOR, Ame_rt- 
CAN LUMBERMAN, 431 South Dearborn Street, Chicago. 





PRIZE WINNERS 


“Headache Contest No. 7” 


THE PROBLEM was, how to compete against the competitor 
who quotes on 1,000 feet of lumber when it takes 2,000 feet to do 
the job, or who doesn’t write down the grade of lumber quoted on 
in the estimate, or who in other ways makes his estimates am 
biguous. 


First Prize—$10 
H. A. Littlefield, Littlefield Lumber Co., Portsmouth, New 
Hampshire. (Solution published April 5.) 


Second Prize—$5 
Edna T. Johnson, Shavertown Lumber Co., Shavertown, Pa. 
(Solution published April 5.) 
Third Prize—$3 


F. V. Ricketts, Mgr., C. F. Hopkins Store No. 2, Marble 
Hill, Mo. (Solution published April 5.) 
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Paint, Plots and Plans 
(Continued from page 33) 


particular dealer as an example, the 
procedure, generally, is this. 

Begin at home. That is, put the 
yard in a spring dress. Clean it up. 
See that the material bins are neatly 
filled. Dustproof the driveway through 
the shed. Wash all the windows. If 
the exterior is dingy, paint it—show 
the town what a change a coat of paint 
can make. If there is opportunity for 
sidewalk or other outside display of 
seasonal items, think up an attractive 
one, and put it together. 

With clean windows, put something 
in them—more attractive displays. Pol- 
ish the office and display room floors 
and woodwork—the same for the dis- 
play islands, counters and_ shelves. 
Dust off the stock, and if it is too dirty, 
replace it with fresh stock. 


Part Staff Can Play 

If the office staff doesn’t react to the 
spruced-up surroundings, suggest that 
shined shoes, pressed suits and clean 
shirts will make everybody feel better. 

Call in the entire force for a little 
supper meeting, tell them how to make 
themselves salesmen in their ordinary 
social contacts. Give them an incentive 
to turn in leads, possibly a contest with 
an award for the employee other than 
a salesman who turns in the greatest 
number of leads that actually result in 
sales during a given period. Explain 
to the truck drivers how they have ex- 
cellent chances to do sales missionary 
work. Make everybody on the staff 
sales-minded. 

Carry a series of advertisements in 
the local newspaper announcing your 
line of spring clean-up, paint-up ma- 
terials and aids. Invite readers to call, 
or to ask you to send someone to call 
on them. Detail one or two of your 
staff to make a house-to-house canvass 
of the whole community for leads. 
Don’t ask them to sell anything—just 
bring in leads. If you can’t spare any- 
one to do this work, add a couple new 
people to the force temporarily. Prac- 
tically every community has several 
women with poise and tact who would 
welcome an opportunity to make a little 
extra money on a temporary job. 

Be set up to follow the leads they 
bring in promptly and_ intelligently. 
That involves being sure that your 
salesmen have a complete knowledge of 
the materials they are selling, and 
their use. These leads will result in 
many one-sided sales, and will provide 
a working list for later sales that can 


Amemecanfiumberman 


keep everyone on the staff busy on live 
prospects for months. 

Spring clean-up, paint-up, like char- 
ity, begins at home. A spring sales 
campaign fully organized with mate- 
rials and services attractively and 
intelligently presented is almost a 
guarantee of an increasing volume at 
good profit for the entire year. 





ICC Takes Jurisdiction 
Over Truck Carriers’ Help 


The Interstate Commerce Commis- 
sion has determined, in a recent de- 
cision, that the activities of the follow- 
ing employees of private motor carriers, 
other than drivers, affect safety of 
operations in the transportation of 
persons or property, and that they are, 
therefore, subject to authority of the 
Commission to prescribe qualifications 
and maximum hours of service: Me- 
chanics, loaders and drivers’ helpers. 
The Commission ruled that only for 
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these employees, in addition to drivers, 
is it authorized to prescribe hours of 
service. As a result, all other em- 
ployees of private motor carriers are 
considered subject to the overtime 
provisions of the Wage-Hour Act. A 
further hearing will be held by the 
I. C. C. to determine what regulations 
should be prescribed for these particu- 
lar employees. 

Despite the ruling of the I. C. C. 
that mechanics, loaders, and drivers’ 
helpers employed by motor carriers are 
subject to its regulation as to maximum 
hours, the Wage-Hour Division will 
consider these employees covered by 
the Fair Labor Standards Act until 
the I. C. C. actually prescribes hour 
standards for them. 

In its Ex Parte Order No. MC-3, 
which became effective Oct. 5, 1940, 
the Interstate Commerce Commission 
took jurisdiction over private motor 
carriers operating in interstate com- 
merce, and established maximum hours 
of service for drivers. 





Successful Display Stresses 
Quality Materials 
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Pictured here is 
a display which C. 
E. Cheek, manager 
of the Wilbur 
Lumber Co. yard 
at Schneider, Ind., 
feels has been of 
considerable help in 
selling small homes. 

To attract atten- 
tion the display is 
mounted on a wall 
of the yard office 
in the direct ray of 
a spotlight. It is 
designed to show 
graphically the 
quality of materials 
that go into a Wil- 
bur home, even 
though the cost is 
low. “It is the cause 
of many a discus- 
sion,’ says Mr. 
Cheek, ‘“‘and I feel 
it is responsible for 
much of the small 
home business that 
has come our way 
this past year.” 

Acompleted 
house built from the 
plan and with the 
materials suggested 
in the display is 
also pictured here. 
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One of two large plants in Wichita, Kan. operated by the J. W. Metz Lumber Co. This building houses the headquarters, retail 
office and main yard, while the other, an equally impressive structure, is a storage yard and warehouse 


Newspaper Recognizes Dealer’s 50th Anniversary 


An entire eight 
page section of a 
Sunday edition of 
the Wichita Bea- 
con, was devoted 
to the J. W. Metz 
Lumber Co. 
of Wichita, Kan. 





D. O. METZ, 
President 





in recognition of 
the 50th anniver- 
sary of that con- 
cern’s founding. 
Company _ serv- 
ices, officers and 
history were reported in considerable 
detail. It was a tribute to the lumber 
company’s career of distinguished 
service to the community. 

One item told about the stock of 
125,000 feet of oak flooring kept on 
hand by the Metz company. Another 
described the well equipped shop where 
material may be sawed and prepared 
for contractors working on building 
jobs. The hardware and paint depart- 
ments were given editorial space and 
two articles stressed the house plan and 
other services available to homebuild- 
ers. All these departments and many 
members of the company staff were 





pictured in the section. Manufactur- 
ing concerns which sell to the Metz 
company were represented among the 
advertisers. 

The fifty year old company was 
founded in Kiowa, Kan. by the late 
J. W. Metz, father of D. O. Metz, 
present-day president. It soon became 
a partnership when L. A. Heckard 
was admitted to the firm, and con- 
tinued as such until D. O. Metz pur- 
chased the Heckard interest in 1940. 
With Kiowa as a headquarters, J. W. 
Metz acquired and operated a number 


Interior view of the 
retail offices of the 


Metz company 


of small yards in northern Oklahoma. 
The removal to Wichita occurred in 
1902. Metz now operates 14 yards. 
Two large plants are maintained in 
Wichita. One (pictured here) is the 
headquarters and retail yard located on 


Main St. three blocks from the down- 
town district; the other is a storage 
yard and warehouse. 

The personnel of the firm received 
a considerable amount of recognition 
in the Sunday edition. D. O. Metz 
succeeded his father, J. W. Metz, as 
president in 1926. The latter died in 
1937. Joseph W. Metz, a son of D. 
O., and representative of the third 
generation in the firm, is assistant sec- 
retary. W. F. Cline, now secretary- 


treasurer was an early employee. 
cooperation 


with 


A policy of 





Wichita building contractors has re- 
sulted in the Metz firm supplying ma- 
terial for much of the home building 
in that city. Several of these builders 
are developing sub-divisions in which 
many homes are being erected. 





A few of the recently built homes in and around Wichita for which Metz has supplied materials 
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The balcony end of the larger display room can be seen here. 
Opening off the balcony is a small living room, and at the 
right of the fireplace is the door to the dinette and kitchen 


Unused second story space, where it 
exists in lumber yard offices, has often 
been used to great advantage as actual 
display rooms and not just rooms for 
the display of materials. In other 
words, the room itself is the display, 
not just a background for displays of 
material. When possible, this is an 
effective method of merchandising be- 
cause it carries visualization of com- 
pleted rooms beyond looking at samples 
and sketches. Blueprints may be, to 
a certain extent, the language of the 
lumberman and builder, but too often, 
to the average person interested in 
home building or remodeling, they are 
a foreign tongue. Hence, the closer 
the dealer can come to an actual ap- 
proximation of what his customer’s fin- 
ished job will look like, the better this 
dealer’s chance for complete customer 
satisfaction. 

And customer satisfaction, translated 
in terms of profit and loss, can mean 
more prompt payment of bills, added 
customers, less price haggling, an in- 
clination on the part of the customer 
to have faith in the judgment of the 
dealer, and other advantages which, in 
the long and short run, increase the 
profit side of the ledger. 

The Lake Lumber Company, located 
at Hebron, Ohio, has found through 
experience that such second story dis- 
play rooms are an efficient utilization 
of space that otherwise might not be 
so profitably employed. The exterior 
of the yard office, as can be seen from 
the photograph, is not unlike that of a 
residence. The first floor houses a 
central display room and order desk 
and private offices (most of which are 
finished in different materials). Also, 
on the first floor there is an air condi- 
tioning plant which makes the entire 


structure more comfortable during all 
seasons of the year. This last is prob- 
ably a strong inducement to women 
customers. 

The second floor is entirely given 
over to display rooms, which serve a 
twofold purpose: first, they are dis- 
plays which have the advantages enum- 
erated above, and second, they serve 
as assembly space for the community 
center in which the yard is located. 
Since Hebron is a rather small town, 
there are no central meeting places for 
community assemblies, and the layout 
and equipment in the display rooms of 
the Lake Lumber Company make it 
ideal for any such gatherings. Beyond 
being a gesture of civic good will, this 
brings the people of the community into 
the yard offices and display rooms. 

Getting people to visit the display 
rooms has a sales value in itself. These 
are on the second floor, away from the 
main traffic that passes through the 
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Buyers, Serve Town 


Ohio Dealer Develops Prospects 
Through Use of Display Rooms 
for Community Assemblies 


offices ; there are fewer distractions and 
the prospective customer is not subject 
to interruptions caused by such distrac- 
tions. It is a place for orderly con- 
centration and quiet, a place which is 
more apt to put the customer in the 
“go ahead” frame of mind. 

The layout of the rooms justifies the 
foregoing statement. Coming up the 
stairs from the first floor, the visitor 
first sees a large central hall with a 
sloping beamed ceiling. The floor in 
this room is inlaid with polished wood 
blocks. The walls, up to the slope of 
the roof, are finished with one style of 
wallboard and the ceiling with another 
style. The use of heavy beams, which 
can be seen in the photographs, give 
this room a manorial atmosphere. At 
one end of the hall there is a group of 
windows, and at the other end there 
is a fireplace and over this is a small 
balcony. This large room is suitable 
for assemblies and displays, such as the 
photographic show which was _ held 
there recently. 

Opening off the central hall are three 
gables, each of which has been finished 











This exterior view of the Lake Lumber Company shows the three gables which open 
off the main display room. Each of these spaces is finished on the inside to indi- 
cate various possible arrangements of such alcoves 
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Taken from the balcony, this view shows 
one end of the main display room 


to show the possible methods and ef- 
fects that can be obtained from the use 
of such odd spaces. The picture of one 
of these alcoves suggests a possible 
treatment to the prospective buyer. At 
the balcony end of the room there is a 
door to the right which leads to a 
small, but complete dinette, and off of 
the dinette there is a completely 
equipped kitchen and lavatory. Al- 
though the Lake Lumber Company 
does not sell the appliances that are 
shown here, these rooms are complete 
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and ready to use. Nothing is left to 
the imagination insofar as the customer 
is concerned. lhc complete room is 
presented for his inspection and ap- 
proval. 

A stairway leads from the dinette 
up through a small waiting room that 
might be considered a miniature living 
room, also completely furnished. This 
like the alcoves previously mentioned, 
furnishes space for the salesman and 
the customer to get together where the 
salesman can present his sales talk, and 
the customer can listen and pass opin- 
ion, uninterrupted. There is a door 





One of the alcoves, showing several 
styles of interior wall paneling 
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James 


E. Smith, president-treasurer, 
Lake Lumber Company, and manager 
of the yard at Hebron 


which leads from this room to the bal- 
cony, and from here the customer can 
view the panorama of the hall and see 
it and the alcoves from another angle. 
Although such use of space, to dis- 
play materials and furnish a proper 
psychological background for selling, 
may seem elaborate, the answer as to 
whether or not it pays is best given 
by James E. Smith, president-treas- 
urer, and manager of the Hebron yard. 
He puts it briefly. “It does,” he says. 





Price Analysis Indicates Profitable Items 


The following interesting tabulation 
and analysis was sent to us by A. 
Drabek, Minneapolis, Minn. It is pre- 
sented for the purpose of eliciting com- 
ment from other dealers. 

Says Mr. Drabek, “Retail lumber 
dealers usually figure on so much 
gross profit, based on a certain mark- 
up, which includes various handling 
and sales costs. This mark-up should 
yield the net profit they expect. How- 
ever, their inventories most always re- 
veal a shrinkage in the gross and the 
net. What is the reason for this? The 
following analysis of retail prices, ex- 
pressed in tons, may throw some light 
on the situation: 


Selling Prices 

Class “A” Materials per lb. per ton 
Blanket type insulation...... 17%c $350.00 
NIMES «ost crtais aerd: 12c 240.00 
Me rikots dc evocdaustcavercrenscciails 10c 200.00 
Y%-inch rigid insulation..... 8c 160.00 
Me re oe 7I4Zc =—150.00 
1Y%-inch lap siding.......... 6c 120.00 
m-meh fir panels ......... 6c 120.00 
Woven wire fencing........ 5c 110.00 
POI. acd aicleaene ee ones 5c 100.00 


Finishing lumber .......... 5c 100.00 
Hardwood flooring ......... 4c 90.00 
Sc Ao, | i ee 4c 80.00 
Barbed wire fencing........ 4c 80.00 
55-pound smooth roofing.... 4c 80.00 
Red cedar shingles.......... 3lAc 70.00 
SONIC Geis ices vicic ivan nie@ 3c 60.00 
160-pound hexagon shingles. 3c 60.00 
90-pound mineral surfaced 

TORIES 55 oa vosci e106: qipivioerg 40% 3c 60.00 
Bundle uppers—fir.......... 214c 50.00 
Common lumber ........... 2c 40.00 
WWOGH TAT 56 ones tio ce neieiee 2c 40.00 


“The above items are very easy on 
men,” says Mr. Drabek, “and delivery 
equipment per $100.00 sales; are not 
perishable; and are purchased largely 
by property owners. Sales of these 
items should, therefore, be pushed. 


Selling Prices 

Class “B” Materials per lb. per ton 
UES iis ooe Gan vom wees 1%4c $25.00 
Se epee te ee ters Rerere oe ae 1%e 24.00 
PANE CORN oicca sd vias ving bse <00 1c 20.00 
ROGGE) TIOSES: 5s isin gcc nie.ce wis 1c 20.00 
OS re ee Yc 15.00 
EE TINE Gio cikin. bide creme Ke 12.00 


“These items are hard on men and 
delivery equipment per $100.00 sales,” 
says Mr. Drabek. They should be 


handled and sold with caution. There 
is no room for credit losses here. 


Selling Prices 

Class “C” Materials per lb. per ton 
SME Wiakanwerne sien Susan 26c $8.00 
Coc a 4c 6.67 
BAGHIEO COG oo i vsiew dois sien 4c 5.00 
Coo. | a aye Ce we 1.33 


“These items are extremely hard on 
men and delivery equipment per 
$100.00 sales. The cost of handling 
and general overhead is extremely 
high,” continues Mr. Drabek. “In 
many cases it would exceed the pro- 
ceeds of the sale if expenses were to 
be computed on a per ton basis of all 
goods sold. It appears that when you 
attempt to add 33% percent to the 
cost of a commodity that is worth 
practically nothing you still have noth- 
ing. 

“The foregoing analysis proves con- 
clusively that a dealer should concen- 
trate his efforts on Class “A” mate- 
rials. Dividend paying homes are 
produced from profit bearing items.” 
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“The first thing to do with a pros- 
pect,” stated W. R. Comfort, “is to 
send him to a customer so that the cus- 
tomer can tell him how you build a 
house.” 

That’s what W. R. Comfort Sons, 
Palatine, Ill., has been doing for years. 
Which may be the reason why the 
company’s past customers are a con- 
tinuous source of leads. For to place 
such reliance on one’s customers 
means that continuous emphasis must 
be laid on satisfying customers from 
the first contact to the last. 

An example of what it takes to 
satisfy a customer is highlighted by the 
case of the foreign-speaking prospect 
who had signed a contract with W. R. 
Comfort Sons to build a home. After 
everything had been settled for several 
days, but just before breaking ground 
for the foundation, W. R. Comfort 
visited this prospect merely to let him 
know he still had him in mind. 

Brusquely the prospect told him, “If 
[ hadn’t signed that contract, I would- 
n't build that house.” 

“I’m sorry to hear that,” admitted 
Mr. Comfort, “because we don’t build 
houses our customers don’t want. It 





Above: The house 
built with 41 years 
of discounts. Right: 
W. R. Comfort Sons 
lumber company 
offices, Palatine, Ill., 
and section of door 
and window shade 
display in sales room 


happens I have the contract here in 
my pocket, and if you mean what you 
say, which I hope you don’t, here it is. 
Tear it up.” Mr. Comfort spread the 
contract on the table. 

The prospect reached for the con- 
tract, paused to look it over, then 
asked, “You really mean I could tear 
it up?” 

“Why, of course! We'd like to 
build for you, but we don’t want you to 
have something you don’t want.” 

The prospect handed back the con- 
tract. “You build it,” he said. “Just 
like it is here.” 

All that prospect had wanted to do, 
said Mr. Comfort, was to satisfy him- 
self that he wasn’t being cheated. He 
didn’t understand English very well 
and he’d had some bad experience with 
other people. Later this man “sold” 
three of his friends on buying a house 
from W. R. Comfort Sons. 

This attitude of mind which com- 
pelled Mr. Comfort to give his pros- 
pect an opportunity to tear up the con- 
tract may explain the fact that many 
of the people for whom he builds come 
from Chicago, 19 miles away. 

To illustrate, there was the instance 
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Answer Objections 
With a Customer 


Sales Force 


of the garage man in Chicago who sold 
two “Comfort” houses to his custom- 
ers. The garage man had not bought 
a house from the Comfort Company, 
he had apparently had a more serious 
experience with some other company. 
Therefore, during the time when one 
of his customers was building a house 
through W. R. Comfort Sons, the 
garage man listened with interest to 
the glowing account given of the pro- 
gress of this customer’s house. He 
even kidded the customer about some 
of the phases of house building that he 
knew often caused trouble, but at no 
time did he ever elicit anything except 
a favorable report on the progress of 
the house. Then the house was finished 
and still there was no report of trouble 
from the customer. 
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This so impressed the garage man 
that one day when he heard two other 
men, who had parked cars in his gar- 
age for some time, discussing plans for 
building themselves a home, he unhesi- 
tatingly suggested they get in touch 
with W. R. Comfort Sons, who got 
the job. 


Sell the Complete Job 


W. R. Comfort Sons, W. R. Com- 
fort and C. E. Comfort, spend most of 
their evenings interviewing prospects. 
They draw plans for houses up to 
$10,000, sell the complete job, specify, 
take off the bill of materials and ar- 
range the financing. They eliminate 
competition on their jobs by indulging 
in no “jerry building” and by selling 
quality merchandise only. Charles 
Foulkes, their office man also sells and 
draws most of the plans. 

They will figure on a house plan that 
they know is in competition, but here 
is the way they handle it. 

“We'll be glad to give you figures 
on this plan, Mr. Prospect, but do you 
mind telling us how many figures you 
intend to get?” 

Usually the prospect will say “three 
or four” or that he’s trying to find out 
how much the house will cost. 

Then—‘Well, we'll be glad to give 
you the figures on one condition, that 
you come with us now and look over 
the materials we plan to put into your 
house, and further, that you ask to see 
the materials other dealers figure into 
your plans. You see, we know we are 
going to be high because we only sell 
quality. Of course you’re interested in 
quality as well as price?” 

Usually every man is interested in 
quality, in getting the best for his 
money, instead of price, and usually all 
a man is looking for is someone in 
whom he can place confidence. 


Show Everything Quoted On 


The next step is to get the prospect 
into the lumber sheds and then to take 
him through the display room. W. R. 
Comfort Sons’ display room contains 
at least a sample of everything that 
goes into a home, including a fireplace, 
a refrigerator, roofing, hardware, mill- 
work, stokers, chimes, stoves, and 
laundry chutes, to name a few items. 
But more than that, W. R. Comfort 
Sons’ display room also contains sam- 
ples of cheaper materials to compare 
with the quality materials sold. 

Which brings up the case of the 
well-to-do woman in town who spent 


Amemecan fiumberman 


considerable time looking over W. R. 
Comfort Sons’ roofing display, and 
having decided on a type of roofing 
that particularly attracted her, she 
went “shopping” for a “better price.” 
After her roof was completed she came 
back to W. R. Comfort Sons and asked 
if she could borrow the mounted roof- 
ing display that had taken her eye. 


“Yes,” said Mr. Comfort. “But so- 
and-so” (he named the roofing con- 
tractor who had put on her roof) 
“doesn’t carry that brand.” 

Of particular importance is the act 
of getting the housewife into the dis- 
play room with the husband. Ninety 
per cent of the selling is done when 
the woman is sold on the new bath- 
room and kitchen she is going to have. 

“There’s a psychological point there 
too,” stated Mr. Comfort. “You may 
be the first one who ever listened in- 
telligently to that woman’s ideas and 
on that point alone your sale may be 
made.” 

But regardless of how the sale is 
finally made, Mr. Comfort sees to it 
that the prospect interviews a customer 
or two for whom he has already built 
a home. 


A Customer Sale 


A young fellow who came into see 
him about a house one evening was 
accompanied by a friend. As the inter- 
view progressed it appeared that the 
friend did all the talking. On being 
asked about this, the young fellow re- 
plied that his friend knew all about 
building while he, himself, didn’t. 

“Fine,” said Mr. Comfort, and he 
wrote out the addresses of three cus- 
tomers in the neighborhood. “I would 
suggest,” he said, “that you and your 
friend go to see these customers of 
mine. They can tell how I do business 
better than I can. Your friend can 
examine those houses which have re- 
cently been completed and then you do 
exactly the thing your friend tells you 
to do.” 

The next evening the young fellow 
was back, alone, and the deal was 
closed. 

W. R. Comfort Sons sell quality and 
then practice what they preach. C. E. 
Comfort after 41 years of telling others 
what should go into a home is now 
building one of his own that will in- 
corporate everything worthwhile he 
has learned in all his years of experi- 
ence. It will cost $30,000 and includes 
among other things, walnut flush doors 
with white trim, invisible hinges, all 


electric kitchen, bin-fed stoker, auto- 
matic water heater, water softener, 
sprinkler, automatic garage doors and 
lights, underground cables, two heati- 
lators, forced warm air furnace, the 
best in insulation, 8 rooms and 4% 
baths. 


Forty-one Years of Discounts 


He calls it “The House Built With 
Discounts.” Forty-one years of the 
company’s discounts, he figures, would 
pay for his home. He ought to know 
for he spent 10 years planning this 
home. 

Actually the company has been in 
existence 67 years, since 1874, and in 
all that time they state, “We have dis- 
counted every invoice—and never al- 
lowed one to become past due.” 

It must have paid to let the custom- 
ers sell the prospects on W. R. Com- 
fort Sons. 





Drive to Unionize Los Angeles 
County Yards 


Los ANGELEs, Cair., April 12.—A 
drive to bring the 140-odd independent 
lumber dealers in Los Angeles County 
under A.F.L. control has been under- 
taken by the Lumber & Sawmill 
Workers’ Union. Beginning April 2, 
twenty-seven independent yards were 
being picketed, but by April 14 the 
number had dwindled to twelve. Rep- 
resentatives of the picketing union 
were having the collaboration of mem- 
bers of the Teamsters’ Union and the 
District Council of Carpenters. 

Ross W. Blanchard, vice president 
of the I.L.D.A., announced that deal- 
ers had no objection to their employees 
joining a union, but that dealers are 
resisting the Union’s demand that they 
compel employees to join without hav- 
ing any voice in the matter. Mr. 
Blanchard explained that A.F.L. con- 
tact begins with the arrival of a lumber 
cargo in Los Angeles destined for the 
yards singled out for attack, and fol- 
lows through to the ultimate job in 
some home or other building by a con- 
tractor who procures materials from 
the “hot” yard. A recent C.I.O. cir- 
cular attacked the A.F.L. practice of 
making unionizing deals with employ- 
ers to compel employee membership, 
rather than unionizing employees and 
then representing the employees. It is 
this practice against which the Blanch- 
ard group is said to be directing its 
resistance. 
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Texas Dealers Review Merchandising Methods; 
Prepare for Future Markets 


Line Yard Association Elects; Hoo-Hoo Stages Series of Concatenations 


Ga.veston, TEX., April 14.—The opening 
business session of the Lumbermen’s Asso- 
ciation of Texas’ annual meeting took place 
in the ballroom of the Hotel Galvez April 8, 
after registration on April 7. The general 
chairman of the convention officially opened 
the meeting and then turned the group over 
to T. B. Brazelton, president of the associa- 
tion. A. B. Sammons of the Sloan Lumber 
Co., Fort Worth, responded to the addresses 
of welcome for the association. 


Encroachment on Business 


Sammons then spoke of the numerous en- 
croachments being made upon the business 
of the building material dealers. The trucker 





Cc. R. BURROW, 
Canyon, Tex.; 
New President 


T. B. BRAZELTON, 
Waco, Tex.; 
Retiring President 


and small irresponsible dealer were among 
those mentioned. While these only sell for 
cash the present day dealer cannot survive 
unless he has the cash business in his com- 
munity. 

A recent survey of retail sales brought 
out the fact that 53 percent were made in the 
evenings and on Saturday and Sunday. He 


said this was the ideal time to sell prospects 
and their wives homes and modernizing. He 
urged the dealers to be the building ma- 
terial headquarters in their towns, to help 
manufacturers distribute their products 
when they build a demand. 

In giving his address, President Brazelton 
paid his respects to former presidents, in- 
cluding his own father, who had pioneered 
the way for the present day association. He 
complimented the former secretary, C. A. 
Pickett, for the work he had done for the 
association. He told of the successful re- 
gional meetings that had been held through- 
out the State, and explained how the Wages 
and Hour Law applied to the retail dealer. 
In closing he stressed the need of the asso- 
ciation in meeting emergencies that arise due 
to the present state of conditions. 


Insurance Underwriters’ Report 


James W. Rockwell gave his annual re- 
port of the Lumbermen’s Underwriters, tell- 
ing how the surplus was invested, and advis- 
ing the delegates that the insurance division 
carried more than twice the amount of sur- 
plus required by law. Jack Dionne, present 
secretary, said he had not been in the office 
long enough to make a report, but gave a 
speech of encouragement to the members, 
saying, as always, his one purpose was to 
make them proud of the business in which 
they were engaged. 


Changes in Business 


President Brazelton then introduced Roy 
Gaither of Altus, Okla., new president of the 
Southwestern Lumbermen’s Association, who 
told of the changes taking place in the re- 
tail lumber business; the improvements made 
in the products offered for sale, and the 
methods of selling them, giving the home 
owner more and better homes in 1941 than 
before. Gaither said 1941 business is good 
and would be better. Wage earners and 
salaried people would draw 53 billion dol- 
lars this year, he stated, and the farmers’ 
income always rises with the general rise. 


The second session was called to order 
by President Brazelton, who introduced 
Ralph H. Winton of San Antonio. As an 
agent for the FBI Mr. Winton called upon 
lumbermen as the leaders in their commu- 
nities to assist the government in stamping 
out Fifth Columnists by promptly reporting 
any acts detrimental to our country. He 
said the American way of living was on trial 
and was being put to a tremendous test. 

He asked for a singleness of purpose that 
was characterized by our forefathers, and 
said that we must exercise the fundamentals 
that made our country the greatest of all. 
Winton stated that complaints sent to the 
FBI had jumped from less than 200 in 1938 
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to many thousands in 1940, but that the 
bureau was ready and equipped to take care 
of all complaints in a businesslike manner. 

On being introduced by the president, C. 
A. “Neal” Pickett, former secretary-manager 
of the association, and now mayor of the 
city of Houston, received an ovation lasting 
several minutes. Neal said the happiest five 





Left to right: Mr. and Mrs. Samson Wiener, Dallas, Don S. Montgomery, 
Milwaukee and W. M. Wattson, Minneapolis 


Shown here is a partial group picture of the lumber ladies of Galveston who 
entertained during the convention 








April 19, 1941 





Shown here are part of the dinner guests at the concatenation which was held in Ft. Worth 


years of his life were when he was secretary 
of the organization. He talked on the itin- 
erant merchant and compared him to the car- 
pet baggers that swarmed the country after 
the Civil War. Mayor Pickett said the real 
capital stock of a merchant was the faith his 
customers had in him. He explained the 
legislation that had been and was_ being 
passed to curtail the activities of the itiner- 
ant merchant. G. M. Robbins of Saint Paul, 
Minn., First Bancredit Corp., explained the 
operation of his company’s plan to help re- 
tailers do credit selling, thereby performing 
a service to their communities. He com- 
pared the large amount of credit selling done 
by other merchants as compared to dealers. 

Surveys have shown that the largest users 
of credit buying were among those with in- 
comes of $1,500 to $2,500. Articles purchased 
on credit were placed in the home, therefore 
the home should be the first to be purchased 
on these terms. 

Gus C. Street, regional director in the en- 
forcement of the Fair Labor Standards Act 
collaborated with Judge Llewellyn Duke in 
explaining the act and how it applied to the 
building material dealers. 

The first address of the final session was 
given by Aubrey Thomas of Thomas Lum- 
ber Co., McAllen. He told about the re- 
tail lumbermen in “The Magic Valley,” 
pointing out its many advantages, and urged 
members to make a visit to that section of 
the State, saying people of the North knew 
more about “The Valley” than the people 
of Texas did. 

Robert Lander, Lander Lumber Co., EI 
Paso, gave a very interesting and inspira- 
tional address on the preservation of Amer- 
icanism. Fred J. Elbert, Foxworth-Gal- 
braith Lumber Co. of Wichita Falls, Texas, 
then told of the early history of Wichita 
Falls, in which the lumber industry and 
railroads had a major part. The lumber 
used to construct the first buildings was 
hauled in by ox teams. 


Compares New and Old Methods 


Carthell Robbins, Stuttgart, 
addressed the convention. In an inimitable 
manner he talked about “Business as Usual” 
stressing his points with stories that con- 
vulsed his audience with laughter. He com- 
pared the old way of doing business with the 
present streamlined methods. W. H. Scales, 
Timber Engineering Co., told how dealers 
could obtain the help of his affiliations in 
securing designs for most any type of 
wooden construction. He cited examples of 
how connectors reduced costs. 

P. S. Luttrell, state production manager 
of FHA from Dallas said that the past years 
had given them the necessary experience to 
see the “dealer’s side of the problem.” He 
called attention to the Home Ownership 


Ark., then 


Week by the State of Texas, to be held 
June 1-7, and told the delegates to sell their 
customers the quality of home the customer 
could afford to have. 

On recommendation of the convention 
committee, Houston was selected as the con- 
vention city for 1942. 

The new officers that were elected by the 





Dan McBride, Galveston, general chairman of 
the convention 


directors are: President Charles R. Burrow, 
Canyon, Texas; First vice president A. B. 
Sammons, Forth Worth; Second vice presi- 
dent Robert Lander, El Paso; Third vice 
president R. E. Wooldridge, Gainesville. All 
other officers were reelected. 
The entertainment program 


was most 


elaborate, beginning on Monday, the day 
prior to the convention, and continuing 
throughout. Golf, banquets, tours and 
other amusements were offered the lumber- 
men and their ladies. 


Line Yard Dealers Elect 


The Texas Line Yard Retail Lumber 
Dealers’ Association held its annual conven- 
tion prior to the meeting of the State con- 
vention. President Alex Thomas of San 
Antonio was in the chair when the meeting 
was called to order. Matters of particular 
interest to line yard companies were dis- 
cussed dealing primarily with legislative 
problems. Officers for the coming year 
were elected as follows: President Kennett 
Hudson, Ardmore, Okla.; First vice presi- 
dent H. W. Mitchell, Fort Worth; Second 
vice president S. Lamar Forrest, Lamesa; 
Third vice president C. W. Callaway, Cana- 
dian; Secretary Geo. H. Zimmerman, Waco, 
and Treasurer S. F. Styles, Houston. 





Many Initiated at Hoo-Hoo 
Meetings 


Wicuita Fatis, Tex., April 4.—One of 
the first steps to revive Hoo-Hoo in Texas 
was taken by Hoo-Hoo Club No. 45 which 
has been in existence since 1925. Under the 
leadership of Fred J. Albert of the Fox- 
worth-Galbraith Lumber Co. of Wichita 
Falls and F. L. (Mike) Jones of Sloan Lum- 
ber Co. of Fort Worth, arrangements were 
made to hold a concatenation April 4. 

The kittens and old cats congregated in 
the Recreational Hall of the Episcopal 
Church in Wichita Falls at 7:30 p. m., where 
they were served a Texas Ham and Sweets 
dinner by the ladies of the church headed 
by the wife of one of the leaders, Mrs. Fred 
J. Albert. 

After the tables were cleared away four- 
teen kittens were “taken through the onion 
beds of Hoo-Hoo Land” by a team of local 
lumbermen assisted by Don S. Montgomery, 
secretary of the Wisconsin retail associa- 
tion. 

The rest of the team was as follows: 
Snark, Walter B. Taylor; Bojum, Kennett 
Hudson; Senior Hoo-Hoo, O. G. Stephens; 
Jabberwock, F. L. (Mike) Jones; Scrive- 
noter, A. F. Bigbee; Custocatian, M. D. 


Stephens; Gurdon, M. L. Stephens; Arcan- 
oper, Fred J. Albert. 
Before closing the concat Snark Taylor 


(Continued on page 59) 





Concatenation team at Galveston, seated, left to right: J. L. Watson, Walter D. Hull, Don S. 
Montgomery, F. L. Jones. Standing, left to right: F. E. Wellman, G. C. Schnitzer, W. M. Wattson, 
B. J. Barrow, G. W. Barrow 
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Twenty-first Florida Annual Stresses 
Interest in Housing and Defense 


OrLANnbo, Fia., April 11.—The lumber- 
men of Florida held their twenty-first annual 
convention in Orlando, where the Florida 
Lumber and Millwork Association was or- 
ganized twenty-one years ago, on April 3-4. 
The Angebilt Hotel was the headquarters 
for the convention, and nearly 200 retail 
dealers and their associates attended the 
meeting. 

President James F. Mack, Hollywood, 
presided over the opening session on the 
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afternoon of April 3, which was a dealers’ 
forum. M. M. Parrish, State FHA Direc- 
tor, was the first speaker. He explained the 
new Title VI of the National Housing Act. 
Mr. Parrish also answered questions from the 
floor, assisting the dealers in solving some of 
their FHA problems throughout the State. 

Following Mr. Parrish’s talk, Elliott B. 
Hadley, president of the Florida Associa- 
tion of Architects, introduced C. Edmund 
Worth, attorney for that association, who 
explained the proposed amendments which 
the architects will introduce in the coming 
legislative session. The matter was referred 
to the legislative committee to work with 
the architects’ committee in coming to an 
agreement on divergent phases of the bill 
previous to its introduction. 

J. P. Ingle, manager, Associated Indus- 
tries of Florida, gave a very enlightening 
talk on the proposed amendments to the Un- 
employment Compensation Law and other 
legislation affecting Florida industry. He 
urged the lumber industry to be prepared to 
protect itself against harmful legislation 
during the coming legislative session in Tal- 
lahassee. 


. _ Friday Morning Session 


The Friday morning business session was 
presided over by A. L. Combs, vice presi- 
dent of the association. The first speaker on 
the program, W. H. Scales, engineer for the 
Timber Engineering Company, explained the 
many desirable features of TECO construc- 
tion, and the business available to the retail 
dealers through the use of this construction. 





The discussion of sales promotion and ad- 
vertising, led by Ben Wand, which time did 
not permit to be included on the Thursday 
afternoon session, followed Mr. Scales’ talk. 
Very interesting and worthwhile information 
was brought out from this discussion, dis- 
closing the type of advertising employed by 
dealers in various sections of the State and 
the percentages of their gross sales used for 
advertising purposes. 

H. R. Northup, NRLDA secretary, was 
the last speaker on the Friday morning pro- 
gram. He brought the latest news from 
Washington on legislation, interpretations of 
the Wage and Hour Law, the Defense pro- 
gram, and other current problems affecting 
dealers. 

The first business scheduled for the after- 
noon session was the election of officers and 
directors for the coming year. The presi- 
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dent, vice president and secretary-treasurer 
will continue for another year. They are: 
President James F. Mack, Mack Lumber 
Co., Hollywood; Vice president A. L. 
Combs, Builders Service Co., Gainesville and 
St. Augustine; Secretary-treasurer Marie 
Bennett, Orlando. 


M. L. Fleishel Speaks 


President Mack introduced the first 
speaker on the Friday afternoon session, M. 
L. Fleishel, NLMA president. Mr. Fleishel 
told of his many conferences with the offi- 
cials in Washington and gave some inside in- 
formation on some of the newspaper reports 
which had given the public the wrong im- 
pression of the lumber industry. Mr. Fleishel 
explained the procedure to be followed in 
the future in the purchasing of lumber for 
Defense projects throughout the country. 

Dr. E. C. Nance, Dean of the Chapel, Rol- 
lins College, Winter Park, Florida, was the 
final speaker on the program and gave some 
very good pointers on how business men can 
guard against social termites. 


Defense Problems Keynote Traffic 
Association Convention 


Mempuis, TENN., Apr. 15.—Naming C. 
W. Parham, C. W. Parham Lumber Co., 
Memphis, to its presidency, the Southern 
Hardwood Traffic Association has just held 
its annual meeting here. The meeting was 
presided over by E. D. Rhodes, Howe Lum- 
ber Ca. Cinc.), 
Helena, Ark. Mr. 
Rhodes, retiring 
president, was _ se- 
lected to head the 
newly created Prior- 
ities Committee. 

An outstand- 





Cc. W. PARHAM, 
Memphis, Tenn.; 
President 





ing feature of the 
meeting was the ad- 
dress of J. V. Nor- 
man, Louisville, Ky., 
counsel for the as- 
sociation. Said Mr. 
Norman: “This 
whole Defense pro- 
gram involves sacrifices. The southern hard- 
wood manufacturers are willing to and are 
making their sacrifices.” 

Mr. Norman told the lumbermen that their 
association would perform its greatest serv- 
ice during the trying days that are to come, 
and that the industry could be no better than 
the transportation upon which it must rely. 
In summing up the freight situation and the 
need for a coordinating agency to simplify 
transportation problems, Mr. Norman said: 
“That there will be a tremendous increase 
in the traffic to be handled there can be no 
question, and, in fact, there has already been 
a heavy increase in traffic and this tendency 
is daily increasing. With the world at war 
and a Defense program which is not only 





of unprecedented magnitude, but which re- 
quires, as Mr. Knudson has said, ‘Speed and 
more speed,’ a heavy strain is bound to be 
placed upon our transportation machinery. 
It is believed that this strain, from the stand- 
point of the amount of traffic to be handled, 
will be greater than it was in the first 
World War, but there are reasons to be- 
lieve that it can be better handled today 
than it was handled then.” 

Mr. New detailed, in his annual report, 
how the association had earned during 1940 
for its members many times its own cost 
of operation. Mr. New explained how the 
association had functioned in connection with 
the passage of the 1940 Transportation Act 
which places common carriers by rail, river 
and highway under the control of the Inter- 
state Commerce Commission. Mr. New also 
told how they had maintained rough material 
rates for the hardwood industry. 

Through the efforts of the association 
too, he said, the stopover time in transit for 
hardwoods was extended for six months 
making a full two years in which lumber 
can move from its original raw state to its 
points of final destination at a through rate 
after having been held at the transit point 
for processing or refining. 

The following other officers were named 
to serve the organization for the next twelve 
months: Vice president (Memphis District), 
G. I. Frazier, Frazier & Wright, Memphis, 
Tenn.; treasurer, Almonta Smith, Chapman 
& Dewey Lumber Co., Memphis, Tenn.; 
secretary, C. A. New, Memphis, Tenn.; 
Vice presidents in charge of district offices: 
Eastern District, E. M. Vestal, Vestal Lum- 
ber & Manufacturing Co., Knoxville, Tenn. ; 
Louisville District, J. J. Egan, Wood-Mo- 
saic Company (Inc.), Louisville, Ky.; New 
Orleans District, J. B. Edwards, Hillyer- 
Deutsch-Edwards (Inc.), Oakdale, La.; 
Helena District, Chas. M. Rasche, Pekin 
Wood Products Co., Helena, Ark. 
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All Small-Income Workers in Defense Areas 
Can Buy Homes Under Title VI 


Wasuincton, D. C., April 15—The na- 
tion’s housing program, already accelerated, 
has been further stimulated with the exten- 
sion of the Government’s Defense housing 
program to include all workers, within cer- 
tain wage levels, who live in the so called 
Defense areas. 

This development is the result of action 
by President Roosevelt designating Title VI 
Defense areas (list of which, for the United 
States, appears on front page of this issue), 
where homes can be financed under the new 
section of the National Housing Act, pro- 
viding 90 percent mortgage insurance by the 
Federal Housing Administration. In addi- 
tion to United States centers, the following 
have been designated: Alaska—Kodiak. Ha- 
waii—Honolulu. Puerto Rico—Aguadilla 
and San Juan. Virgin Islands—Charlotte 
Amalie, St. Thomas. 

The President’s action will make it pos- 
sible for workers in the income group be- 
tween $1,800 and $3,000 who live in Defense 
areas, or within a reasonable commuting 
distance, to participate in the new Title VI 
phases of FHA construction, announcement 
of which appeared in the AMERICAN LuUM- 
BERMAN of April 5, and is expected to in- 
duce rapid expansion on the part of the 
private building industry. 

Some misunderstanding has developed as 
to whether the new provisions are restricted 
to Defense workers in the areas designated. 
Under the President’s action, Title VI De- 
fense housing is provided for all workers in 
the Defense areas, and is not restricted to 
workers in Defense industries. 


Names 146 Defense Housing Areas 


The President approved 146 localities in 
41 States and territories as Defense areas 
where homes could be financed under Title 
VI, his action following a recommendation 
by Defense Housing Coordinator C. F. 
Palmer. 

The allocation of the areas for the exten- 
sion of FHA financing was done under au- 
thority given to the President to designate 
Defense housing areas where he finds “an 
acute shortage of housing which would im- 
pede National Defense activities.” 

In requesting approval of the areas, Co- 
ordinator Palmer pointed out that National 
Defense activities in these communities have 
caused housing needs beyond the capacity of 
the local building industry under existing 
methods of financing. 

All of the communities involved are now 
participating in co-ordinated Defense hous- 
ing programs, but houses in that category, 
which are built under direct Federal appro- 
priation, are for a lower income group, which 
can not take advantage of the provisions of 
Title VI. 

The new title to the Housing Act author- 
izes insurance of mortgages of up to 90 per- 
cent of FHA valuation in cases where the 
builder is the mortgager, in contrast to other 
provisions of the Act limiting 90 percent 
mortgages to owner-occupied new homes. 
Under the new provisions, a builder may 


either rent or sell on partial payment. 
Mortgages are limited to a maximum of 
$4,000 on a single-family home; $5,000 on 
a two-family home; $8,000 on a three-family 
home, and $10,500 on a four-family home. 





HEADS LUMBER & TIMBER 
PRODUCTS UNIT 


The Executive Office of the 
President, through the Office 
for Emergency Management, 
has just released the following 
statement: 

“Earl M. McGowin has been 
appointed acting chief consult- 
ant in the Lumber & Timber 
Products Unit, Materials 
Branch, Office of Production 
Management. He has been 
assistant consultant in this unit 
of the Defense organization for 
the past eight months. 

“Mr. McGowin probably will 


E. M. MeGowin, 
Chapman, Ala.; 
Acting Chief 


Consultant on 
Lumber 





not be able to remain in the 
position indefinitely because of 
other demands on his time, but 
has agreed to serve in this ca- 
pacity until a successor has 
been chosen for J. W. Watzek, 
Jr., former chief consultant. 
Mr. Watzek resigned on Feb. 
26, 1941, because of the pres- 
sure of private business. 

“Mr. McGowin is vice pres- 
ident of the W. T. Smith Lum- 
ber Co., of Chapman, Ala.” 

Mr. McGowin was elected 
president of the Southern Pine 
Association at its annual con- 
vention March 13-14 at«New 
Orleans, La. 











Co-ordinator Asks Speed Up 
of Housing 


Wasuincton, D. C., April 17.—Address- 
ing a symposium on Defense housing here 
today, sponsored by the National Association 
of Real Estate Boards, broadcast from the 
Mayflower Hotel over NBC’s Blue network, 
Charles F. Palmer, Defense Housing Co- 
ordinator, gave this as his primary request 
to the real estate industry: “Keep on pro- 
ducing homes, and speed it up!” His second 
request ‘was for housing information. 

“Believe it or not, the income of the aver- 
age Defense worker is such that he must 
look for decent and livable accommodations 
in the range between $20 and $30,” continued 
Mr. Palmer. “As a rule, most communities 
have plenty of dwellings available to fami- 
lies able to pay $40, $50, or $60 a month 
in rent. The higher percentages of vacancy 
that exist for higher-priced homes do not 
obviate the necessity for Defense housing.” 
He made this pledge: “Every man needed 
in our Defense industries must have a home, 
and we are going to see that he gets one. 
The worker who moves into a new com- 
munity to help make airplanes or tanks or 
battleships is essential in our rearmament. 
He is on the industrial firing line day and 
night. Properly housed, he can and will 
produce. Badly housed, disease and worse 
afflict him, and he may possibly become a 
dangerous clog in the Defense machinery. 
Certainly a man who is proud of his home 
is not likely to listen long to the subtle sug- 
gestions of a saboteur seeking to slow up 
our Defense program and undermine our 
form of government. Private enterprise is 
doing a real job for Defense housing. Gov- 
ernment construction, housing only where 
private enterprise can’t, is also getting re- 
sults. There are thousands of partially run- 
down properties that can be modernized to 
meet Defense housing needs with the expen- 
diture, in many instances, of a_ limited 
amount of money. In these days, when so 
many building materials are needed in other 
phases of the Defense program, repairs to 
existing property will serve the double pur- 
pose of providing additional living units 
without dislocating markets.” 





Would Build Thousand More 


Defense Homes at Baltimore 

WasuincrTon, D. C., April 14.—Construc- 
tion to begin as soon as possible on one 
thousand additional dwelling units for De- 
fense workers in Baltimore, Md., was re- 
quested today by Defense Housing Coordi- 
nator Charles F. Palmer. 

Mr. Palmer made his request in a letter 
to John M. Carmody, Federal Works Ad- 
ministrator, pointing out that the additional 
one thousand units represent the final por- 
tion of a 2,000-unit program for the Balti- 
more area, to be constructed under the $150,- 
000,000 Lanham Act. 

The new schedule calls for construction 
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of 750 units to be erected near the factory 
of the Glenn L. Martin plant, Essex, Balti- 
more County, Maryland, with the remaining 
250 to be built in the vicinity of Sparrows 
Point, Maryland, to provide housing for 
families of Defense workers in the Bethle- 
hem Shipbuilding Co. 





To Build Defense Housing in 
Niagara Area 


Burrato, N. Y., April 14.—The Niagara 
Frontier Defense Housing Corp. has been 
formed in Buffalo to undertake house build- 
ing with private capital and with loans in- 
sured by the Federal Housing Authority. 
Attorney Dean R. Hill, spokesman for the 
corporation, said that tentative plans had 
been made for the erection of a substantial 
number of houses in this district, if certain 
phases of the new Defense Housing Act 
work out satisfactorily and if plans for the 
new homes are approved by the FHA. The 
Federal government has started condemna- 
tion proceedings against owners of three 
sites for the projects, two in Buffalo and one 
in Lackawanna. 





FSA Builds Demountable 


Dormitories for Navy 


Tacoma, WasuH., April 12—The Mac- 
donald Building Co. of this city, has just 
been awarded a $174,573 contract by the 
Farm Security Administration for construc- 
tion of dormitory units at the Puget Sound 


American fiumberman 


Navy Yard, Bremerton, Wash. Approxi- 
mately 500 single men will be housed in the 
seven units which are to be completed with- 
in four months. The contract calls for 
seven buildings, each to be 100 feet square. 
They will be of pre-fabricated panel con- 
struction, bolted together so as to be readily 
disassembled, the panels to be about 8 by 16 
feet in size. Millwork will be done by the 
Builders Lumber & Millwork Co., of this 
city, which also is operated by L. B. Mac- 
donald, head of the Macdonald Building Co. 





Quartermaster Contracts for 
12,000,000 Feet 


LoursviLLe, Ky., April 11—The Quarter- 
master General let contracts for additional 
lumber for a half dozen or so jobs at the 
Brown Hotel here, today. Representatives 
of approximately seventy mills were present. 
Requirements were approximately twelve mil- 
lion feet, and mostly for very quick delivery. 
Lumbermen contended that contract prices 
were easily $3 to $5 lower than they should 
be, although there has been some strength- 
ening of prices on lumber moving to re- 
tailers. Awards were made on a delivered 
basis: random length No. 2, 2x4-inch sold 
for approximately $21, mill;  2x8-inch, 
$22. Drop siding, pattern 105, 1x6- 
inch figured $24.50, mill; and = 1x6-inch 
tongued and grooved flooring, $23, mill. 
Drop siding, pattern 105, 1x8-inch, figured 
$25.50, mill, and 1x4-inch center matched at 
$19, mill. Tongued and grooved 1x6-inch 
brought $23.25, mill. 


Government Forms Agency 
to Control Prices 


Wasuincton, D. C., April 15.—The part 
that the lumber industry is to play in Na- 
tional Defense will, it is thought, be vitally 
affected by the President’s executive order 
establishing the Office of Price Administra- 
tion and Civilian Supply in the Office for 
Emergency Management of the Executive 
Office of the President. The OPA&CS will 
have jurisdiction over not only Government 
but also over civilian needs, including shel- 
ter, in addition to the requirements for Na- 
tional Defense, and its purpose will be to 
increase the efficiency of the Defense pro- 
gram. The Administrator of the OPA&CS 
is ordered to take steps to prevent price 
spiraling, rising costs of living, profiteering 
and inflation; and to prevent speculative ac- 
cumulation, withholding and hoarding of 
commodities and materials; to stimulate 
provision of materials for civilian use in 
such manner as not to conflict with the re- 
quirements of the Government and foreign 
governments; and to act for the equitable 
distribution of the residual supply after Gov- 
ernment requirements have been met. It is 
to make studies of civilian requirements; of 
the impact of the Defense program upon 
living standards; is to recommend to the 
President such action as may be necessary 
to secure compliance with its orders; estab- 


lish liaison and consult with other Govern- 
ment Departments and Agencies in regard 
to purchases and prices; inform the OPM 
of the relative importance of materials 
needed for civilian use and consult with that 
Office as to the effect that its procurement 
may have on supply for civilian use; formu- 
late adequate standards for consumer goods 
and stimulate the utilization of substitutes 
for those in limited supply; develop pro- 
grams for stabilizing rents; advise as to 
legislation necessary to increase supply. 
Important are the provisions that the new 
Office will: “Determine and publish, after 
proper investigation, such maximum prices, 
commissions, margins, fees, charges, or 
other elements of cost or price of materials 
or commodities, as the Administrator may 
from time to time deem fair and reasonable; 
and take all lawful and appropriate steps to 
facilitate their observance’; and there shall 
be established a price administration com- 
mittee, to include the Administrator as 
chairman; the Secretaries of the Treasury 
and Agriculture, Federal loan administrator, 
chairmen of the Tariff and Federal Trade 
commissions, and the director general and 
associate director general of OPM, to make 
recomméndation as to the above matters. 
Leon Henderson, who from time to time 
has criticized lumber prices and has received 





April 19, 1941 


pledges of co-operation from the industry, 
has been appointed Administrator of OPA& 
CS. In taking office, he said that he had 
no immediate plans for fixing ceiling prices 
on additional commodities, but that his Office 
would watch closely prices in the field of 
building supplies. 


Issues Order Freezing Steel Prices 


Under his new authority, Leon Henderson 
April 16 issued an order freezing steel prices 
at levels prevailing in the first quarter of 
1941, and announced that a thorough study 
of costs and prices would be started imme- 
diately by his office and necessary adjust- 
ments made. Steel producers believe that 
the recent 10 cent an hour increase in wages 
makes advances inevitable. Mr. Henderson 
fears that a steel price increase would be 
followed by advances in all other commodi- 
ties. 

Defense Price Director Donald M. Nelson, 
of OPM, recently told a press conference 
that “many industries have been a little 
greedy”; that he was not in favor of a steel 
increase because production increase would 
lower overhead and compensate for increases 
in wages. He does not consider unequal 
price situations widespread, but believes that 
unless the recent upward tendency in steel, 
aluminum, cotton textiles and leather can be 
curbed, the Government may have to broaden 
its price control structure. 





Code Requiring Grade Mark 
Is Opposed 


Wausau, Wis., April 14—The use of 
lumber graded and marked by an associa- 
tion or private grader, would be required 
under an ordinance under consideration in 
Wausau. Contractors, builders’ supply com- 
pany operators and building and loan offi- 
cials feel that high specifications would in- 
crease cost of building 10 percent, and would 
tend to make building by the low-income 
group almost impossible. B. C. Sternberg, 
president Franklin Building & Loan Asso- 
ciation, charged the No. 2 specified was too 
high grade, that No. 3 lumber was suffi- 
ciently good for cheaper homes, and that 
marking requirements would close out small- 
mill lumber. 





Fair Trade and Marking Laws 


e e 
Scrutinized 

Denver, Coro., April 14.—Denver build- 
ing ordinances are under scrutiny by the 
Denver office of the anti-trust division of 
the Department of Justice, it was disclosed 
during the week. The disclosure came as 
the staff of James McI. Henderson, head of 
the office, put the finishing touches on weeks 
of investigation which are expected to result 
in a mass of indictments by a Federal grand 
jury. Mr. Henderson’s staff also is en- 
gaged in a perusal of State laws, which, it 
has been charged, serve merely to expedite 
price-fixing. “As a part of the general pro- 
gram of the anti-trust division here, restric- 
tive building ordinances .and_ price-fixing 
schemes masquerading under the cloak of 
unfair practices and fair trades acts would 
come under the scrutiny of the local office,” 
Mr. Henderson said. The statement was 
interpreted as referring to a city ordinance 
which permits use of only graded lumber. 
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HOMES IN RISING DEMAND 


Private Construction Increas- 
ingly Active 

New York, April 15.—March construc- 
tion contracts, with a dollar volume of $479,- 
903,000 in 37 eastern States, increased 76 
percent over those of March 1940, and were 
the culmination of the largest first quarter 
since 1929, according to F. W. Dodge Corp. 
In the first three months of 1941, building 
and engineering contracts awarded amounted 
to a total of $1,055,481,000, compared with 
$668,943,000 in the first quarter of 1940, and 
$1,252,330,000 in the first quarter of 1929. 
Non-residential building showed an increase 
of 110 percent over the first quarter of 1940, 
reaching a valuation total of $410,273,000 
this year. Residential building, valued at 
$375,624,000 showed an increase of 37 per- 
cent. Public works and utilities construc- 
tion, amounting to $269,584,000, showed an 
increase of 36 percent. 

Public ownership construction continues to 
consist predominantly of Defense projects 
for Army, Navy, and Air Force. In the 
first quarter of 1941, the fact that 84 percent 
of residential building, and 59 percent of the 
dollar valuation of all building and engineer- 
ing contracts, were for private ownership 
indicates that private capital is flowing into 
construction in increased volume. 





Urge Tax Changes to Foster 


Home Ownership 


WasHIncTon, D. C., April 14.—Proposal 
to establish at the present session of Con- 
gress a national commission to study our 
local, State and national tax structure and 
to evolve recommendations for the elimina- 
tion of conflict and overlap in the levies of 
our 175,000 taxing bodies will be discussed 


principles for legislation in the various 
States, a program which includes over-all 
limitation of taxes on real estate, recognition 
of the productivity of real estate as the basis 
of tax valuation, correction of inequalities in 
present assessment practice, economy and 
efficiency in all government. 





New Home Loans Make 32.17 
Percent of Savings-Loan Total 


Home building loans by savings, building 
and loan associations continued in February, 
the fourth month in a row, at the unsea- 
sonally high level of $26,000,000, the United 
States Savings & Loan League reported. 
The credit granted for this purpose was 
about $6,000,000 more than in February last 
year, and constituted 32.17 percent of the 
total volume of loans by these institutions, 
as compared with 28.2 percent in 1940. A. D. 
Theobald, Chicago, assistant vice president 
of the League, said that February loans for 
all purposes were $82,330,000, a gain of 2.3 
percent over January, and of 15.11 percent 
over February a year ago. It was the most 
active February in association lending in 
the past ten years, he said. Credit to facili- 
tate the buying of homes stepped up to the 
highest proportion of total savings and loan 
advances since last June, being 36.78 percent 
of all the February volume of loans. “AI- 
ready this year the savings, building and 


loan associations have lent 28 percent more 
money for home ownership than during the 
same period of 1940, counting loans for buy- 
ing and building,” said Mr. Theobald. 

The percentages of February loans made 
for each purpose follow: Construction, 
32.17; repair and modernization, 4.34; home 
purchase, 36.78; refinancing, 17.25; other 
purposes, 9.46, 





Foreclosure Rate on Urban 


e 
Homes Declines 

WasuHincton, D. C., April 14.—Fewer 
urban families lost their homes through fore- 
closure in February than in any single month 
since 1929, it was reported by economists of 
the Federal Home Loan Bank Board. There 
were 4,950 non-farm foreclosure cases filed 
by all types of mortgage lenders during 
February, 9.6 percent below January and 
15.3. percent below February, 1940. The 
urban foreclosure rate during February 
amounted to 3.1 cases per 1,000 dwellings. 
Most sections of the country shared in the 
February decrease in foreclosure volume, 
one exception being the North Central 
States. An unusual feature was that Ver- 
mont had no foreclosures in urban areas 
during February as compared with eight in 
January. Among the larger States, Wash- 
ington and Texas led in declines of 42.9 per- 
cent and 42 percent, respectively. Of those 
large States showing increases, Minnesota 
led with 77.8 percent, having 64 foreclosures 
in February as compared with 36 in January. 
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Whether she is buying or renting, the 
well-informed American housewife ex- 
pects to find these finer and safer acces- 
sories in the bathroom. Nowadays, few 
builders or home planners neglect to 
include them in plans. Once luxuries 
for the mansion, they are modern neces- 
sities in even the smallest modern homes 
—and nearly always—because they are 
strongest and best, the choice is 


Suo-Weite 


Cast Iron 
1-285 Soap Dish with Safety Grab Bar Porcelain Enameled 

dias ean Bathroom Fixtures 
| Well equipped bathrooms have the 
beautiful Sno-Wite Medicine Cabinets 
and Mirrors, in choice from many de- 


in the most practical detail when the Na- 
tional Conference of Real Estate Taxpayers 
meets here April 25 and 26. The convention, 
to be held at the Mayflower hotel is open to 
anyone interested. Real estate groups seek 
effective readjustment of a tax situation 
which requires real estate owners to pay 
for taxes upon their properties from two to 
four times as much of the gross income as 
do other economic groups. The Conference 
recognizes that, basically, solution of the 
problem of fair property taxation depends 
on better integration of the tax structure of 
our three levels of government. It proposes ) 
that any commission that may be set up be 
instructed to consider not only tax inci- 
dence and tax resources, but also the funda- 
mental economic and social effects of present 
taxation, looking to the evolution of a tax 
policy that would promote rather than jeop- 
ardize such socially desirable national objec- 
tives as widespread ownership of homes and 
farms and other real estate. Dr. W. H. 
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Grip of Labor Laws Tightens on Industry 


COMMITTEE BEING SELECTED TO 
SET MINIMUM WAGES 


Wasuineoton, D. C., April 14.—The Fair 
Labor Standards Act requires that an indus- 
try committee “recommend to the Adminis- 
trator the highest minimum wage rates for 
the industry which it determines . . . will 
not substantially curtail employment in the 
industry.” Under this provision, the Admin- 
istrator has tentatively decided on a com- 
mittee of 24 for the lumber industry. An 
effort is being made to secure, from various 
lumber groups, suggestions for membership 
of the industry committee. The suggestions 
will be sifted by the Administrator, who will 
pick out names for membership on the com- 
mittee, which will have a total membership 
of 24, consisting, as required by law, of an 
equal number representing industry, labor 
and the public. There will probably be eight 
members representing each group; namely, 
the public, industry and labor. 

Present intentions are that the industry 
representatives will be: four representing 
sawmilling and surfacing, with one from the 
West, one from the North and two from the 
South; two representing box manufacturers, 
with one from the North and one from the 
South; two representing millwork and spe- 
cialty manufacturers, with one from the 


North and one from the South. This divi- 
sion is, of course, tentative. 

It will be necessary probably for the com- 
mittee to recommend minimum wage rates 
for the various sub-divisions of the industry, 
including “high wage rate areas.” If this 
course is followed, it will result in the 
Lumber and Timber Products Industry 
being the first to have differentials, unless 
the committee should recommend 40 cents an 
hour for the entire industry. 

Under the definition of the industry, made 
tentatively by the Wage-Hour Division, all 
woods operations including logging and de- 
livery of logs to the mill site, are excluded, 
so that whatever rate is recommended by 
the committee and approved by the Adminis- 
trator will affect only manufacturing opera- 
tions starting with the unloading of logs at 
the mill. The official definition follows : 

(a) The term “lumber and timber prod- 
ucts industry” means wood sawmilling 
and surfacing, wood reworking, includ- 
ing but without limitation the manufac- 
ture of planing mill products, dimension 
stock, boxes, and wood turnings and shap- 
ings, and the manufacture of specialized 
timber products including but without 
limitation shingles, cooperage stock, ve- 
neer, plywood and veneer packaging; 
provided, however, that the term does not 
include cooperage or the manufacture of 
cigar boxes, reed and rattan products, 
cork products, wood toys, or furniture 





“1 AM AN AMERICAN DAY, 
to be celebrated May 18, has 
special significance this year. 
Probably never in the history of 
the United States has American 
citizenship and its implications 
meant more than it does today. 
In times like these, when Democ- 
racy stands out in strong con- 
trast to government that have 
subjugated their people, it is 
important to observe and com- 
memorate the privileges of 
American citizenship as widely 
as possible,” says a statement by 
the Immigration and Naturaliza- 
tion Service of the Department 
of Justice. 


“| AM AN AMERICAN DAY 
affects directly two large groups 
of new citizens in the United 
States: Those who have been 
born in the United States and 
have recently attained the full 
rights of citizenship by reaching 
their twenty-first birthday; and 
those who, having been born in 
foreign countries, have recently 
proved their fitness for member- 
ship in our Democracy and have 
been inducted into the full rights 
of citizenship by a naturalization 
court. These two groups num- 
ber more than two and a half 
million people. 





TO COMMEMORATE AMERICAN 
PRIVILEGES MAY 18 


“Actually, | AM AN AMERI- 
CAN DAY affects all of us, for 
it helps bring home the value 
and responsibilities of our citi- 
zenship and it gives us an oppor- 
tunity to welcome into our 
American membership those 
who have become citizens in the 
past year.” 


The President, at the request 
of Congress, has issued the fol- 
lowing Proclamation calling for 
observance of | AM AN AMER- 
ICAN DAY: 


“I, FRANKLIN D. ROOSE- 
VELT, President of the United 
States of America, do hereby 
designate Sunday, May 18, 1941, 
as “I Am An American” Day and 
urge that this day be observed 
as a public occasion in recogni- 
tion of our citizens who have 
attained their majority or who 
have been naturalized within the 
past year. And | do call upon 
all Federal, State and local offi- 
cials, and all patriotic, civil, and 
educational organizations to join 
in exercises calculated to im- 
press upon all our citizens, both 
native-born and naturalized, the 
special significance of citizen- 
ship in this Nation.” 








and furniture parts as defined in another 
Administrative Order. 

(b) The manufacture of any products 
covered under section (a) hereof shall be 
deemed to begin with the unloading of 
the raw material at the mill site. 

(ec) The definition of the lumber and 
timber products industry covers all occu- 
pations in the industry which are neces- 
sary to the production of products cov- 
ered in the definition, including clerical, 
maintenance, shipping and selling occu- 
pations; provided, however, this definition 
does not cover clerical, maintenance, ship- 
ping and selling occupations when car- 
ried on in an establishment, the greater 
part of whose sales are of products not 
covered in the definition, or employees of 
an independent wholesaler or employees 
of a manufacturer who are engaged ex- 
clusively in marketing and distributing 
products of the industry which have been 
purchased for resale, and provided fur- 
ther, that where an employee covered by 
this definition is employed during the 
same workweek at two or more different 
minimum rates of pay, he shall be paid 
the highest of such rates for such work- 
week unless records concerning his em- 
ployment are kept by his employer in ac- 
cordance with applicable regulations of 
the Wage and Hour Division. 


A matter of deep concern to the industry 
in connection with any increase in minimum 
wage rates would be the greater disparity in 
manufacturing costs between intrastate and 
interstate mills. It is understood that the 
legal section of the Wage and Hour Divi- 
sion is drafting an amendment which may 
be proposed to control such situations as 
exist in the southern lumber industry. 


WHOLESALING OF INTERSTATE 
GOODS COMES UNDER 
LABOR LAW 


Wasuincton, D. C., April 14—The 
Wage and Hour Division’s position that 
wholesale distribution of goods which have 
crossed the State line is an operation cov- 
ered by the Fair Labor Standards Act, 
even though the goods do not thereafter 
leave the State in which the distributor is 
located, has been upheld in its first test 
before a Federal Court, General Philip B. 
Fleming, Administrator of the Division, has 
announced. 

Judge Robert L. Russell, of the northern 
district of Georgia, ruled that Alterman 
Bros., an Atlanta wholesale grocery con- 
cern, was covered by the Wage and Hour 
Law, in enjoining the firm against further 
violation. 

“This is one of the most important deci- 
sions as to the extent of the Wage and 
Hour Law’s coverage that has been made,” 
General Fleming said, and pointed to these 
paragraphs in Judge Russell’s decision: 

The evidence in behalf of the Adminis- 
trator, not contradicted, discloses that a 
wholesale business, such as carried on by 
Alterman, is that of a middleman situated 
at an intermediary point in a flow of 
goods in commerce from manufacturers to 
retailers. The Alterman business is that 
of distribution; after the getting together 
of grocery products from all parts of the 
United States, it assembles them and 
transports them to the hundreds of retail 
and distribution outlets, thus forming the 
connecting link between the jnterstate 
shipper and the retail stores for consum- 
ers. Products move continuously through 
the wholesaler without any change and 


for the most part without being un- 
packed. 


The argument of defendants is based 
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upon the proposition that since the de- 
fendants do not ship goods out of the 
State, and confine their activities solely 
within the State of Georgia, they are not 
engaged in interstate commerce. 

Interstate commerce must have a_ be- 
ginning and an ending. It makes no dif- 
ference whether the beginning is little 
and the ending big, or the beginning big 
and the ending little. In such a case the 
commerce is the same throughout and the 
figures are congruous. Under the cir- 
cumstances, Alterman and his business is 
not any the less engaged in commerce be- 
cause it does not further carry on the 
stream of commerce into another State. 
The proposition that antecedent acts may 
engage one in commerce as well as sub- 
sequent acts would appear to be = sup- 
ported by authority and is certainly sound 
in reason. ae 

If the contention that wholesale grocers 
may remove themselves from engaging in 
interstate commerce by confining their 
sales and shipments to one State be cor- 
rect, it must follow that the consequent 
establishment of forty-eight (48) separate 
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crease of 15 percent. Following amounts 
given cover first two months 1941, with 
1940 figures in parenthesis: 


Sawn softwood (excluding railroad ties 
and box shooks) totaled 85,964,000 (105,- 
773,000) feet. Sawn hardwoods (including 
flooring, and excluding railroad ties and 
box shooks) totaled 25,287,000 (16,335,000) 
feet. Softwood log exports totaled 10,954,- 
000 (10,997,000) feet. Hardwood log ex- 
ports totaled 3,148,000 (6,791,000) feet. 
Hewn ties totaled 3,403,000 (2,880,000) feet; 
sawn, 12,073,000 (4,481,000) feet; and box 
shooks, 17,462,000 (10,658,000) feet. 

Total imports of hardwood and softwood 
logs and lumber (including cabinet woods, 
sawn railroad ties; box shook and empty 
packing cases) totaled 158,790,000 (131,- 
306,000) feet, a gain of 21 percent. Logs 
(hardwood and softwood) accounted for 
28,937,000 (32,283,000) feet; softwood lum- 
ber, 109,915,000 (76,648,000) feet, a gain of 
42 percent; hardwood lumber and sawed 
cabinet woods 19,108,000 (21,424,000) feet; 
the latter item showing a loss of 11 per- 
cent. 











Brooder house con- 
structed and sold by 
the Walworth Lumber 
Co., Walworth, Wis. 
being hauled into po- 
sition on the Milton 
Pflaum farm near 
there. Rafters are of 
the glued laminated 
type, a stock item 
product of Rilco Lam- 
inated Products, Inc., 
601 W. Main St., 
Albert Lee, Minn. The 
house is 12xl0 feet, 
has a double floor, in- 
sulating board interior, 
drop siding exterior 
and roll roofing roof. 
It will accommodate 


about 500 chicks 














trading areas, by States, and confined to 
State boundaries, could result without con- 
cern or interference by the National Gov- 
ernment, and this despite the great dislo- 
eation of present commerce which would 
result. Such is contrary to the fundamen- 
tals underlying the adoption and employ- 
ment of the commerce clause for the pro- 
tection and promotion of uninterrupted 
national commercial intercourse. 





LUMBER EXPORTS AND IMPORTS 


Wasuincton, D. C., April 14.—Exports 
of hardwood and softwood lumber (includ- 
ing boards, planks, scantlings, sawed timber, 
sawn railroad ties and box shooks), logs 
and hewn railroad ties for the first two 
months of 1941 (Jan. 1 to Feb. 28) totaled 
158,291,000 board feet, as compared with 
157,915,000 feet for the first two months of 
1940, an increase of 0.2 percent, according 
to Forest Products Division, Bureau of 
Foreign & Domestic Commerce. Of the 
total 1941 amount, sawed material (includ- 
ing sawn railroad ties and box shooks) 
accounted for 140,786,000 board feet, as 
compared with 137,247,000 feet, an increase 
of 2.6 percent. On the same basis of com- 
parison, exports of logs and hewn timber 
(including hewn railroad ties) totaled 
17,505,000 as against 20,668,000 feet, a de- 


MAINTENANCE EMPLOYEES COME 
UNDER WAGE HOUR LAW 


Wasuincton, D. C., April 14.—Main- 
tenance employees of the owners of loft 
buildings where tenants are engaged in the 
production of goods for interstate commerce 
were held to be covered by the Fair Labor 
Standards Act in the case of the Wage and 
Hour Division against A. B. Kirschbaum 
Co., of Philadelphia, being considered “nec- 
essary to the production of goods intended 
for interstate commerce manufactured by the 
tenants of the building.’ Thousands of 
scrubwomen, janitors, and watchmen in every 
State of the Union in loft buildings housing 
light and heavy manufacturing are thus 
entitled to the 30 cents an hour minimum 
wage and time and a half their regular rate 
for overtime after 40 hours a week under 
this construction of the Act. 

General Philip B. Fleming, Wage and 
Hour Administrator, called attention to this 
paragraph in the opinion of Judge William 
H. Kirkpatrick: “I find no basis for the 
defendant’s interpretation which in effect 
would limit the employees subject to the Act 
to those who work upon or have physical 
contact with the article which will later 
move into commerce. .. .” 


But there's no trick in selling Wallrite 
because the market is already there 
waiting to be supplied. In fact, nine 
out of ten homes are now prospects 
for this new economical wallcovering 
which embodies the beauty of wall- 
paper plus the insulating quality of 
sheathing paper. 


Wallrite requires no canvas, and any- 
one can hang it quickly and easily. Its 
beautiful colors are smearproof and 
can be wiped with damp cloth. 


Wallrite is easy to sell because it pro- 
vides more home improvement for less 
cost than anything else on the market. 
Ask your jobber for samples of the 
latest designs. 


| ANYONE 
CAN APPLY 


WOULD You 
PRY 5 
2 a 


NEW ROOM? § 





Wallrite comes wrapped and labeled in full 
color. Makes attractive display material and 
increases sales. 


WALLRITE 


igee! siveiy Dy 


Fleming & Sons, Inc.. Dallas, Texas 
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Western Pine Issues Revised 
Directory 


PortLAND, Ore., April 9.—The Western 
Pine Association has published a revised di- 
rectory of membership. Over 140 member 
mills, in 10 western States, are listed alpha- 
betically by States. The directory shows 
location of individual plants and sales offices, 
and percentages of production of Idaho 
white pine, Ponderosa pine, sugar pine and 
associated species. Standard and _ factory 
products and specialties, as manufactured at 
each mill, are also indicated in tabular form. 
Copies of the directory will be sent without 
charge on application to the Western Pine 
Association, 510 Yeon building, Portland, 
Ore. 





Company Report Shows Labor 
and Wage Increase 


An increase of six percent in the total 
number of employees and of eleven percent 
in the total of wages and salaries paid is 
reported in an illustrated review of the 
1940 operations of The Ruberoid Co., 500 
Fifth Ave., New York, N. Y., manufactur- 
ers of asphalt and asbestos building products. 
The review was distributed recently to all 
company employees. 

Sales in 1940 are reported as $17,369,902, 
a gain of nine percent over 1939. How the 
money received during 1940 from sales of 
products was utilized in the company’s oper- 
ations is shown in a pictorial chart, indicat- 
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ing that 55.8 percent was expended for raw 
materials, 26.7 percent for wages and 
salaries, etc. 

Ruberoid plants are located at Baltimore, 
Md., South Boundbrook, N. J., Erie, Pa., 
Gloucester City, N. J., Eden, Vt., Joliet, Ill. 
Millis, Mass., Minneapolis, Minn., Mobile, 
Ala., and St. Louis, Mo. 





Modern Report Written for 
Stockholders, Employees 


In accord with the present day trend to 
simplified corporation reports for the aver- 
age working man, Caterpillar Tractor Co., 
Peoria, Ill., has addressed its thoroughly 
modern summary of the 1940 business year 
to both stockholders and employees. 

The report does not stop with financial 
facts which are presented both by figures 
and charts, but also gives the reader a 
broad perspective of the organization, op- 
eration and accomplishments of the company 
during the year. Significantly it shows the 
employees how their time and effort was 
an integral part of the smooth working 
whole. 

Discussed in some detail is the company’s 
place in the national defense program, as 
are such subjects as employment and build- 
ing outlooks. 

This year as last, B. C. Heacock, presi- 
dent, discussed the report informally over a 
Peoria radio station which serves the area 
in which most Caterpillar employees live. 





Get Ready for Spring Business 


STOCK and PUSH 


Babcock 
Ladders 


With every sale of re- 





pair material, boards, 





mouldings, 


shingles, 





roofing, paints, etc., 





SELL A BABCOCK 





LADDER, too. 





There’s a 


Babcock 





for EVERY ladder 





need. 





Mr. Lumber Dealer, during the next few months you'll have many 
a ladder-selling opportunity. It’s time now to get the Babcock line 
on display in your sales room. Then when your customer comes to 
buy materials for building or repairing, show him your Babcock 
Ladders. Show him how light they are, how durable and strong. 
Show ‘him how all Babcock single and extension ladders have 


HEAVY STEEL RUNG BRACES—tying all four corners—giving 


greater strength and rigidity—assuring LONGER LIFE. 
are needed in every home, farm, store, shop, church, school, hospital. 
TRY A SAMPLE SHIPMENT. Get started in this profit line. Sam- 
ple ladders furnished for display. WRITE FOR INFORMATION. 


The W. W. Babcock Co., Bath, N. Y. 


Ladders There’s a 
Babcock Ladder 
for Every 


Ladder Need 
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Celebrates 125th Anniver- 
sary; Offers New Cabinets 


The anniversary of a century and a quar- 
ter of continuous business operation is being 
celebrated this year by The F. H. Lawson 
Co., Cincinnati, Ohio, manufacturers of 
Lawson “Time Proof” all porcelain finished 
bathroom cabinets. New catalogs describ- 
ing this line, a special anniversary feature, 
and the Lawson low cost baked enamel line 





are available upon request on a_ business 
letterhead to the manufacturer. 

Thomas Lawson, tin plate maker, brazier 
and iron monger, set up a shop in a Cincin- 
nati log cabin in 1816. Adherence to his 
sound business policies throughout the years, 
has gained for the firm the lasting good will 
of its customers and has been responsible 
for its continued growth until it now occu- 
pies the new modern plant pictured here. 

Franklin H. Lawson, representing the fifth 
generation, is the present day secretary- 
treasurer of the company. 





Texas Offers Timber 


AusTIN, Trx., April 14.— Fifty tracts, 
aggregating ten thousand acres of State- 
owned commercial timber scattered through 
ten counties of eastern Texas, will be sold 
to the highest bidder on May 1, it is an- 
nounced by Bascom Giles, State land com- 
missioner. It will be the first sale of timber 
on the State’s public lands to take place in 
thirty years, Mr. Giles said. It is indicated, 
he said, that the sale will attract many bids 
because of high prices and heavy demand 
for timber now. Giles said that, for the 
first time in a timber sale, the regular 
method of advertising and sale by sealed 
competitive bids would be used. The pur- 
chaser will be expected to use approved 
methods of selective cutting, he said. 





Alabama Offers Million Feet 


Montcomery, ALaA., April 14.—More than 
1,000,000 feet of southern pine and hard- 
woods (825,648 feet pine and 301,126 feet 
hardwoods) from State lands in Jefferson 
County will be sold next month. Sealed 
bids will be received until 2 p. m., May 5. 





Index Slightly Lower 


Wasuincton, D. C., April 14.—Average 
wholesale prices for lumber for the week 
ending April 5 were two-tenths of one per- 
cent lower, according to the Bureau of La- 
bor Statistics. The decline was due to de- 
creases in maple and oak flooring, No. 3 
southern pine boards, drop siding and tim- 
bers. Birch, gum, spruce and southern pine 
dimension, finish, flooring and No. 2 boards 
were higher. 
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Party Marks Opening of 
New Building 


New Britain, Conn., April 14. — The 
dedication of the new single story building 
covering an acre of ground and housing the 
receiving department and a machine room 
of The Stanley Works, 98 year old wrought 





hardware manufacturing firm located here, 
attracted 5000 guests and was said to be the 
largest industrial party in this section of 
the country. Arrangements for the celebra- 
tion were made by The Stanley Works Mu- 
tual Benefit Association. 

A gala stage show was presented, two 
orchestras provided music for dancing and 
lunch was served to all. C. F. Bennett, re- 
cently retired president and chairman of 
Board extended greetings to the group and 
congratulated those who arranged the party. 

Exhibit booths attracted a great deal of 
attention. They displayed various Stanley 
products and safety and first aid devices 
used in the plant. 





Loadings of Revenue Freight 


The car service division of the Associa- 
tion of American Railroads reports that rev- 
enue freight for the two weeks ended April 
5 totaled 1,475,527 cars, showing a decrease 
of 51,674 cars below the number for the two 
weeks ended March 22. Forest products 
loadings of 78,707 cars show an increase of 
377 cars over the number for the two weeks 
ended March 22. 





Keep Busy on Wallboard 
Despite Bombs 


Manufacturing building materials under 
present wartime conditions in London is de- 
scribed vividly by Frederick Salfeld, an 
English writer, in an article written after a 
recent night visit to several manufacturing 
plants. 

He tells how he visited the Celotex (Ltd.) 
plant in London, where insulation board is 
being turned out night and day to supply 
army camps, field hospitals, air raid shelters, 
and for repairing bombing damage. He 
found the machines running _ steadily 
throughout the night bombing raids. 

Watchers on the roof maintain a vigilant 
lookout while their companions in the plant 
tend the boardmaking machines. Beside the 
machines stand steel pill boxes half buried in 
sand bags. On signal from the watchers, 
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who wait until they see enemy planes actu- 
ally approaching the plant, the workers enter 
the pill boxes and remain there until the 


raiders have passed over. Meanwhile, the 
boardmaking machines clank on, converting 
Louisiana sugar cane fibre into the much 
needed insulation board. This watch service 
is so efficient that less than twenty-four hours 
has been lost in production since the in- 





Top: New Stanley 
Works 


construction. 


under 
Bottom 
center: C. F. Bennett, 


retired 


plant 


president, 

chairman of the board. 

Bottom left and right: 
Exhibit booths 





tensive bombing of Britain was begun about 
nine months ago. 

Salfeld points out that these men, along 
with the bakers, the railroad men, the pro- 
duce market men, and others he had seen at 
work while Nazi bombs whistled down into 
the streets, deserve some remembrance for 
the matter-of-fact calm and courage with 
which they accept their situation and carry 
on their jobs. 


West Coast Monthly Facts 


SEATTLE, WasH., April 12.—The sus- 
tained drive of the West Coast lumber in- 
dustry over production peaks above its 
everyday limits was carried on in March to 
meet widespread and diversified Defense de- 
mand, says the West Coast Lumbermen’s 
Association. Buying for cantonment con- 
struction has receded, but orders for boat- 
building material, piling, heavy timbers and 
staging for new shipyards, housing and in- 
dustrial items for new Defense-industry 
projects, and for railroad material, con- 
tinue to strain the cutting capacity of West 
Coast mills. The industry has responded by 
the addition of emergency shifts on some nor- 
mal single-shift operations, and with many 
new small mills. In the normal commercial 
trade field of West Coast lumber, yard buying 
ing was spotty during March. The trend of 
permits for new residential building was 
downward in February. Defense housing 
features the home-building market. Detailed 


statistics for March (four weeks) follow: 
Weekly Averages for March 


Feet 
ig | a a ne ae ae 169,108,000 
Co es ae ae ege a ee 170,041,000 
SIN ioscan) wins ve wate 181,135,000 


End month— 
oe ee ee er 745,768,000 
Gross stocks 885,438,000 
Cumulative Totals for 13 Weeks 


PRORRCTIOR ok6sac oe ecb es mies 2.095,692,000 
rer Ae 2,071,395,000 
NN en viardis anaiervwiernxab wires 2,124,415,000 
Orders by markets— 
RES ES Se eer ee 1,097,130,000 
DGMCBUIC CAPES 6.6 66350010 6 we 00 697,521,000 
ee ee 55,226,000 
ee _ a  o ne ee onene m o ee 274,538,000 
March output was 85.9 percent and 


13-week output was 81.9 percent of 1926-29 
—years of highest production. 
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Southern Pine—Southern 


Hardwoods — Ponderosa 
Pine—West Coast Woods 
Oak Flooring 

















0. M. SCOTT AND SONS ¢ 


Marysville, Ohio OMPANY 


October 16, 1940 


Marysville Lumber Company 


Marysville, Ohio 
Gentlemen; 








are 


8ivin, 
home, “1'" the bui2 ° 


ding 


Migs that you Bive them 
: &ssure yoy that thi 
PPreciat ‘ea 


ed by al) 
SO very Pleaseq thes ae 


to make 

home, our lumber Purch 
Yours ve 

De (Sgd) 


ery much 

and we are 
1s possible 
ases here at 


ry truly, 








P. C. Williams 





of This Fine Home 


Mr. P. C. Williams, of Marysville, Ohio, who wrote 
the letter above, may never build himself another 
home. But, any number of his friends are apt to get 
the urge to build. He is pretty certain to do some 
selling for the Marysville Lumber Company. 

And, it is a foregone conclusion that Mr. Williams’ 
contractor and his foreman are going to build a lot 
more houses and other structures. 

We cite all this as evidence of our contention that it 
is easier to sell quality lumber—ESSCO lumber which 
ESSCO mills have been making better for 62 years. 

P.S. Every piece of lumber in the Williams home 
is scientifically seasoned, pre-shrunk, and precision 
milled ESSCO plus value lumber. 


SAWMILLS SALes CQ. 


Kansas City, Missouri 















WALLPAPER 
PROFITS 


for 


LUMBER 
DEALERS 


in our 


PATTERN 
SPECIAL 
ASSORTMENT 


of PEACOCK and 
ROTOCRAFT papers 
that are SURE SELLERS. 


Write for 
particulars 


LENNON 


WALL PAPER CO. 
e Joliet, Ill. e 
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THE LUMBERMAN POET 








NURSERY 


Woodman, chop that tree! 
Spare not a single bough; 
In youth Pa larruped me 
And I'll get even now. 
Close to my father’s hand 
A switch lay near his cot; 
I guess you understand 
The lickings that I got. 


That old familiar tree, 

Whose glory and renown 
Are spread o’er land and sea, 
Is going to come down. 
Woodman, lay on thy stroke! 

Cut out some railroad ties; 
Oh, spear that aged oak, 
Now towering to the skies. 


RIMES FOR GROWN-UPS 


When but an idle boy 


The penalty I paid 


For all my gushing joy— 

The switch around me played. 
My mother spanked me here, 

My father warmed my hand— 
Forgive this foolish tear, " 

I guess you understand. 


My kite strings ’round thee cling, 
For kites this tree would rend; 
Here still the hornets sing 
And soak both foe and friend, 


Old tree! 


Those days are dear! 


And tender is the spot; sd 
So I’ve a millhand here 
And he will spare you—not! 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 















HOTEL HOLLENDEN 


In Columbus 
THE NEIL HOUSE 


Inu Akron 
THE MAYFLOWER 





A few hardwood manu- 
facturers met in Chicago 
on the 12th of March and 
formed what is called the 
National Association of 
Hardwood Lumber Manu- 
facturers. 

o* * * 

BURLINGTON, Iowa, March 
30.—An event that will be 


The adoption of a stan- 
dard gauge for matched 
lumber was one of the 
important things 
plished at the Memphis 
meeting of the Southern 
Lumber 
Association. 


accom- 


Manufacturers’ 
The advan- 


tage of a universal stan- 





welcomed by a very large 
number of the people of 
Burlington is the starting 
of the mills of the Bur- 





lington Lumber Co. and 
the Cascade Lumber Co. 





this week. The “Kit Car- 
son” will deliver a raft of 
logs to the first named 
today, which logs have 
been wintered in Boston 





bay. The Cascade mill will 
be a day or two late in 





starting, owing to the fact 
that its logs can not be 
gotten out of the bay until 
those of the Burlington 
and one other mill are 
rafted down. The mill will 








start Tuesday or Wednes- 
day with a force of sixty 
men. 
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CHECK WITH EVERY TRAVEL STANDARD 
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The Joy Brothers’ Lum- 
ber Co. of St. Louis, will 
operate a line of twenty- 
two barges this year to 
transport lumber supplies 
down the Mississippi. This 
is rather an innovation, as 
hitherto lumber from the 
upper Mississippi has all 
come on rafts. 





dard is acknowledged by 
all who have given the 
subject careful study, and 
the time will come when 
material not manufactured 
to. the standard will be 
unsalable. To give a bet- 
ter idea of this subject, 
we present cuts of the new 
standard gauge for several 
thicknesses of flooring. 





Recently there came to 
us from pretty good au- 
thority, and without inves- 
tigation was published, a 
statement in regard to a 
“convenient method . of 
ascertaining the quantity 
of lumber in a log,” as 
follows: Multiply diameter 
in inches at small end, by 
one-half number of inches, 
and product by length of 
log in feet, which last 
product divide by 12. On 
first appearance the “un- 
ruly rule,” seems to be a 
pretty short rule to work 
by, and would bring the 
seller of logs good returns 
in the sale of them, in case 
the logs were small, but 
large logs would work into 
seller’s pocket very fast, 
and the “unruly rule” is 


ruled out. 
* 1 cd 


Old lumbermen say that 
more lumber will be rafted 
down the Delaware River 
this spring that for several 
years past, and probably 
more than will ever be 
rafted in any one season 
again. The splendid sleigh- 
ing during last winter 
enabled lumbermen to get 
their logs, which they had 
been unable to move for 
two years, to the river 
bank. When the freshets 
come the logs. will be 
floated to the Philadelphia 
market. 
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What the Associations Are 
Planning and Doing 


NYLTA Members Enjoy Wood 


Discussions at Meetings 


New York, N. Y., April 14.—At two re- 
cent meetings of NYLTA the speakers 
were: at the first meeting, Dr. Samuel J. 
Record, dean of the Yale School of Forestry, 
and at the second meeting, Paul Hanway 
and E. F. Hartman. Dr. Record spoke on 
the Rudolph Block collection of walking 
sticks which comprise 1400 canes, each of a 
different wood, which are now at the Yale 
School of Forestry. 

“Wood Treatment Night” found Paul 
Hanway discussing the treatment of wood 
with plastics, and F. E. Hartman, Protexol 
Corp., spoke on fireproofing and preserving 
lumber. Hanway briefly outlined his method 
of forcing out the sap and moisture content 
of a log and replacing it with a compound 
of his own. 

F, E. Hartman explained his methods, and 
showed a moving picture of an oil-soaked 
garage which refused to burn, indicating the 
success of experiments. 





New Association Is Formed 


Jackson, Miss., Apr. 16—The Forest 
Products Association of Mississippi was or- 
ganized recently at a meeting in the Edwards 
Hotel here, to secure the participation of 
small mill owners in the Defense program. 

Quin Sauls was elected president of the 
new association; L. C. McRay, vice presi- 
dent, and E. L. Everett, secretary-treasurer. 





Spring Meeting Dates Determined 


by National Manufacturers 

WasuHincTon, D. C., Apr. 16.—Spring 
meetings of the Executive Committee of the 
National Lumber Manufacturers’ Associa- 
tion have been scheduled for May 14-15 at 
the association offices in Washington and 
will be accompanied this year by three other 
meetings of industry importance. They are 
the Manufacturers’ Committee on Lumber 
Standardization, scheduled to meet at the 
association offices on May 8-9-10; the 
Committee on Forest Conservation to meet 
at the Mayflower Hotel, May 12-13; and 
the Special Committee on Administration 
of the Wage-Hour Law, May 12-13 at the 
Mayflower Hotel. 

Much urgent business is before the asso- 
ciation at this time. Amendments to lumber 
standards and changes in their applications 
to grading rules and inspection services have 
become necessary. The Committee on For- 
est Conservation will wish to consider the 
problem of national forest policy and pros- 
pective Federal and State legislation in the 
light of the recommendations now made in 
Congress by the Joint Congressional For- 
estry Committee. The announced intention 
of the Administrator of the Wage-Hour 
Law to appoint an industry committee brings 
new problems before the association’s special 
committee on this subject. 

The regular Executive Committee meeting 
is scheduled so that it may act on recom- 
mendations which result from these other 


conferences. Important other general busi- 
ness on the agenda of the Executive Com- 
mittee will be the proposed extension of the 
Public Relations Program and the coopera- 
tion of the lumber and timber products 
industries with Defense agencies. Exact 
schedules have not yet been developed for 
these meetings. 
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Western Lumber Manufacturers 
of Canada Elect 


Vancouver, B. C., April 14.—Matthew 
Sutton, head of Sitka Spruce Co., Vancou- 
ver, was elected president of the Western 
Lumber Manufacturers’ Association (Can- 
ada) at its annual meeting in Hotel Georgia, 
Vancouver, recently, succeeding W. J. Van 
Dusen of Canadian White Pine Lumber Co. 
The new vice president is Don King of the 
M. B. King Lumber Co. 

In his address as retiring president, Mr. 
Van Dusen traced the successful efforts of 
the industry to meet the urgent demands for 
construction materials for war requirements, 





LOOKING 








FOR NEW FACES... 
NEW PAINT PROFITS? 





Try the BPS Way! 





ROUTE TO 
PROFITS 


Every day in the year you are looking for new customers. 
You try to keep pretty close tab on your old friends too. 
Well, here’s a proved merchandising plan that “hits the 
mark” on both of these counts. Because it’s especially 
designed for you! 

Use the Patterson-Sargent exclusive contract Sales 
Promotion Route to new paint profits. It increases store 


traffic. It brings new faces into the store as well as your 
regular trade ... thus it’s a great aid in increasing your general 


business. 


The BPS plan works like this—it creates the desire to paint . . . aids 
in color selection ... directs the prospect to buy from 


you, and you alone. Your reward, increased sales ... 


increased profits! 


Write The Patterson-Sargent Company at once for 
complete information about this amazing plan which 
stimulates paint sales for thousands of dealers every 


year. Write today! 
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and adjust shipping facilities to take care of 
the large overland rail movement of timber 
for the United Kingdom. 

An outstanding feature of the year’s oper- 
ations was the voluntary regulation by the 
industry of the price basis, which, regardless 
of steadily rising costs, had been maintained 
approximately at the June level, by request 
of H. R. MacMillan, timber controller for 
Canada at that time. 

After the election of officers, which sus- 
tained the present board by acclamation, a 
private film of the Wellburn operations was 
screened by Mr. Pitt of Duncan, and a 
running commentary given by G. E. Well- 
burn. The use of modern gas and diesel 
equipment to harvest what was originally 
thought to be inaccessible timber was in- 
structive to the timber men. 
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Hemlock and Hardwood Group 
Announces Spring Meeting 


Osxukosu, Wis., Apr. 16—The spring 
meeting of the Northern Hemlock and Hard- 
wood Manufacturers’ Association, usually 
held the last week in April, will be held in 
Milwaukee, May 22, after the Washington 
Lumber Committee meetings. A review of 
trade extension work and the additions which 
should be made, will be given members at the 
ineeting. Secretary O. T. Swan states that 
the association has been in contact with 
many of the Defense agencies in Washing- 
ton recently, and will have the latest infor- 
mation regarding prospective requirements 
and specifications. These and other current 





BRAY Genuine White Pine Frames 


Standard and to Detail. Car lots only. Mixed 
items of lumber conveniently arranged. Our 






forty years’ experience in frame-making has 
gained many satisfied dealers. 


SEE YOUR JOBBER 


*Ponderosa Pine optional. 


4Y BRADLEY, MILLER & COMPANY 


BAY CITY, MICHIGAN 





DEPENDABLE 
PRODUCERS CAN 


SUPPLY ALL 
YOUR NEEDS 





Here’s the lumber of many-sided usefulness, meeting practically ALL 
building needs. Lumber of beauty, strength and endurance, it’s thor- 
oughly seasoned, properly manufactured, correctly graded. It works 
easily, mills to a satiny smoothness, takes paint well. For all building 
items in North Carolina Pine send your orders to the reliable firms 


named below. 





ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 
SPA Grade Marked Lumber 


Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 


and Framing Lumber. Kiln Dried and Air Dried. 


PROMPT SERVICE on STRAIGHT or MIXED CARS 








BURRUSS LAND & LUMBER CO. 
Lynchbarg, Va 


Kiln Dried, Grade Marked N. C. Pine. R. R. Material 


a specialty. Car Lining and Decking. Mills 
in Va. and N. C. 
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problems will be the basis for the meeting. 

Meanwhile members are invited to write 
the association office if there are certain 
matters they want scheduled for May 22, or 
which they think should be handled by a 
special committee, or other conference before 
April 27. 





Long Island Salesmen Choose 
Leaders for Association 

New York, N. Y., Apr. 15.—At a recent 
meeting of the Long Island Salesmen’s As- 
sociation, officers were chosen to lead the 
group for the ensuing period. Those named 
were: C. Lloyd Jackson, president; Al Scott, 
vice president; Ed Hoeppner, secretary, and 
John Hermsted, treasurer. Installation of 
the new officers was deferred until the next 
scheduled meeting to accommodate the en- 
tertainment program. 

A splendid turnout was reported, with a 
good representation of dealers from all parts 
of the Island, according to LISA News, pub- 
lication of the association. The entertain- 
ment included a demonstration by a memory 
expert, a magical show, tap dancing, music 
and other informal amusement, as well as 
the business session. 





Coming Conventions 


May 7-9— Producers’ Council, affiliated 
with American Institute of Architects, 
Stevens Hotel, Chicago. Annual. 

May 8-9-10 and 12-13-14-15—Committees, 
National Lumber Manufacturers’ Asso- 
ciation; May  8-9-10— Manufacturers’ 
Committee on Lumber Standardization, 
Association Offices; May 12-13—Special 
Committee on Administration of the 
Wage-Hour Law, and Committee on 
Forest Conservation, Mayflower Hotel; 
May 14-15—Executive Committee, Asso- 
ciation Offices, all meetings in Wash- 
ington, D. C. Spring Meetings. 

May 14-16—Board of Directors, National 
Retail Lumber Dealers’ Association, 
Shoreham Hotel, Washington, D. C. An- 
nual. 

May 20-21—Douglas Fir Plywood Associa- 
tion, Winthrop Hotel and Association 
Office, Tacoma, Wash. Annual. 

May 22—Northern Hemlock and Hardwood 
Manufacturers’ Association, Milwaukee, 
Wis. Spring Meeting. 

May 27-28—Associated Cooperage Indus- 
tries of America, Inc., Jefferson Hotel, 
St. Louis, Mo. Annual. 

June 3-4—National- American Wholesale 
Lumber Association, Mayflower Hotel, 
Washington. D. C. Annual. 

June 12—National Association of Commis- 
sion Lumber Salesmen, Deshler-Wallick 
Hotel, Columbus, Ohio. Annual. 

June 13—National Forest Products Sales 
Congress, Deshler-Wallick Hotel, Co- 
lumbus, Ohio. 








New Roofing Felt Plant 
Under Construction 


Construction work has begun on a new 
roofing felt plant at Savannah, Ga. for the 
Certain-teed Products Corp., 100 E. 42nd 
St., New York, N. Y. The new structure 
is being erected near Certain-teed’s present 
Savannah plant and is expected to have a 
daily capacity of 50 tons of roofing felt. 

If work continues on schedule it will be 
operating about July 1. The existing num- 
ber of Certain-teed employees at Savannah 
will be doubled. The expansion is designed 
to contribute materially to Defense housing 
efforts and will also increase the felt output 
available for other industries. 
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Tasmanians Log Big Eucalyp- 
tus with U. S. Equipment 


The new 100-ton mill of Australian News- 
print Mills Property (Ltd.) of Hobart, 
Tasmania, inaugurated southern hemisphere 
production of newsprint Feb. 22, at Boyer 
on the Derwent River. L. R. Benjamin 





Only arches used in Australia are these Hysters, 
hauled by Caterpillar 


father of the Australian pulp industry, is 
general superintendent. P. R. Sandwell, of 
Montreal, Canada, is resident engineer. Mill 
superintendent is E. W. G. Cooper, formerly 
from Camas, Wash. Logging manager is 
Paul E. Freydig, formerly vice president 
Southwest Lumber Mills, McNary, Ariz., a 
graduate logging engineer from Oregon 
State College, Corvallis, Ore. Regarding 
the logging end of the ‘company’s business, 
Paul Freydig in a letter to AMERICAN LuUM- 
BERMAN Says: 

We have something over a millicn feet 
of logs decked ahead. The timber used is 
entirely eucalyptus; logs are heavy and 
will not float. Te date we have had logs 
up to nine feet in diameter. We limit 
the load for the arches to about 17 tons. 
To date we have built eight miles of rail- 
road, 42-inch gauge, 70-pound rails; about 
5 miles of arch roads and several miles 
of supply roads. Working conditions gen- 
erally are quite wet, as we get about 70 
inches of rain. The dense undergrowth is 
quite a handicap here. The country we 
work in is very mountainous. The com- 
munity here has been partly depleted by 
the departure of many fine troops. We 
use Caterpillar D8 diesel tractors, Willa- 
mette Hyster arches and rigging; Knute 
Berger loading blocks; Pacific H. B. A. 
Bulbeam loading tongs; and LeTourneau 
cable angledozers, rooter, and Carryall 
Scraper; and Ingersoll-Rand air compres- 
sor. All of this equipment is proving very 
satisfactory. 





National Log Birling Contest 
Scheduled for July 3, 4, 5 


This summer after a lapse of three years 
the National Roleo, a log birling tourna- 
ment, will be revived at Gladstone, Mich., 
an old-time logging town on Little Bay de 
Noquet, on the upper peninsula of Michigan. 

Arrangements of the three day jamboree, 
July 3, 4 and 5 are under the direction of 
The National Roleo Association and the 
Gladstone City Club. World champion log 
rollers will compete for the title of “King 
of the Whitewater,” for the main event, 
with women’s competition, fancy birling and 
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a junior event as added attractions. A 
Venetian Nights fiesta, an old-time log 
drive from Escanaba to Gladstone, yacht 
racing and other tournaments will also be 
included on the program. 


Club Honors President's Birthday 

Detroit, Micu., Apr. 15.—The members 
of the Charles L. Weeks Club gave a birth- 
day party and dinner for Bert Lowrie on 
his seventy-first birthday, April 2, at the 
Statler Hotel here. This club had its birth 
in the fertile minds of friends who had met 
for the purpose of deciding how to honor 
the beloved Charles L. Weeks on his eight- 
ieth birthday. It was decided to invite just 
the “old timers,” all lumbermen, who were 





close personal friends, to come to a dinner 
on the evening of Nov. 4, 1939, his birthday. 
The club was formed during the meeting. 

The next meeting was held Nov. 4, 1940, 
to again pay tribute and celebrate Charlie’s 
eighty-first birthday, at which meeting Bert 
Lowrie was elected president, J. C. (Jack) 
Stuart, vice president, and Clem Condit, 
secretary. It was then decided to hold two 
meetings a year, one always on Nov. 4, and 
the other on the date of the birthday of the 
then serving president. 

Many fine and glowing tributes were paid 
to Bert and also to Charlie Weeks by those 
in attendance. An outstanding feature of the 
entertainment was an address by Hon. Wilbur 
M. Buckner, former governor of Michigan. 
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..- EGGS... 


Are they good? You can’t tell from their appear- 
ance, but there are certain tests which sort out the 


good from the bad. 


And so with lumber. The old-time shipping clerk 
who went to the drying yard, cut off a sliver from a 
pile of dimension and from this knife-cut made snap 
judgement of a whole carload is as obsolete as the 


pony express. 


Today KIRBY shipping clerks, with a moisture 
meter, scientifically check the moisture content of a 
board as quickly as you shift gears. No guess work 


goes. 


With “oven tests’ and “needle tests” facts 


supplant guesses. “Check and double check” is the 


Kirby way. 


KIRBY LUMBER CORPORATION 


SOUTHERN PINE 


SOUTHERN HARDWOODS 


“A Wood for Every Purpose ” 


KIRBY BUILDING 


HOUSTON, TEXAS 
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Where 
Can | 
Get It? 


When 
Will It 
Come? 


Will 
It Be 
O. K.? 


Is the 
Price 
Right? 


The Lumber Buyer 
Has Many a Problem 


The Western Wholesaler 
Offers Valuable Service 


Western softwoods are on the move. 
Order files are crowded. With multi- 
plied operation and double = shifts, 
there's heavy volume production in the 
Western mills. 


Happy is the lumber buyer who has a 
good Western Wholesale connection. 
The wholesaler, right in the producing 
field, constantly in close touch with 
hundreds of mills, can serve you well 
in getting for you the best the market 
affords . . . seeing that your order is 
accurately filled .. . getting your lum- 
ber quickly on its way. The Western 
Wholesalers listed below can supply 
all your needs in Douglas Fir, Pon- 
derosa Pine, Western Red Cedar, Idaho 
White Pine, West Coast Hemlock, Cali- 
fornia Sugar Pine. 


Morrill & Sturgeon 
Lumber Co. 
(Sawmill: Pine 


CARL SODERBERG = Saymilt: Pine 
LUMBER COMPANY F™eville. Ore.) 


Spokane, 
Manufacturers and Wholesalers Washington 


WALES LUMBER COMPANY 
Old National Bank Bullding 
SPOKANE, - - += WASHINGTON 





MORSTURG 


The Mark of Quality 


Yeon Bidg., Portiand,Ore. 




















110 Market St., SAN FRANCISCO, CALIF. 





DUNCAN LUMBER COMPANY, INC. 


Distributors for EATONVILLE LBR, CO. 
A “One Stop Station” for Lumber and Shingles, 
SEATTLE, WASH. 


Mauk Seattle Lumber Company 


ou, Specialties: HOMESTEAD Brand oa. 
2x4-8’ Fir Dimension, SEATTLE, WAS 
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YARD, MILL and OFFICE 


Newsy Notes of Persons and Places 








Harry E. Schadt, Newellton Hardwood 
Co. (Inc.), and Thurman Talley of Talley 
Brothers, both of Memphis, Tenn., have 
been named directors of the Memphis Ro- 
tary Club. 


M. S. Baer, of the hardwood firm of Rich- 
ard *y Baer & Co., Baltimore, Md., has gone 
down to Bogalusa, La., to confer with his 
son, M. S. Baer, Jr., on the operations of 
the mill he is superintending. 


Sam Agnew, manager of the Western 
Crossarm and Manufacturing Co., and John 
D. Wonderly were special guests at the 
April 7 meeting of the Centralia, Wash., 
Chamber of Commerce, discussing various 
phases of the lumber industry. 





Manufacturer Appoints New 
Sales Manager 


Announcement of the promotion of Harold 
L. Winje to general sales manager of The 
Hilger Company, St. Cloud, Minn. has been 
made by W. P. Hilger, general manager at 
the opening of the 
company’s recent 
general sales meet- 
ing attended by sales 
representatives from 
all territories. The 
1941 models of 
“Hilco” floor sand- 





H. L. WINJE, 
St. Cloud, Minn. 





ers were also pre- 
sented at this meet- 
ing. 

Mr. Winje ad- 
vanced from positions 
of advertising man- 
ager and accessory 
sales manager and 
has been with The 
Hilger Co. for more than three years. 
Earlier, he was affiliated with Wood Con- 
version Co. Mr. Winje has had experience 
in retail lumber yard operation. 





Paul E. Meyer has resigned as project 
superintendent at Camp Electron of the 
CCC, near Tacoma, Wash., to take a posi- 
tion with the Weyerhaeuser Timber Co. 
supervising a large reforestation project near 
Elma, Wash. This is to be the first unit in 
a reforestation program to assure an ample 
timber supply for future years. 


Three Buffalo, N. Y., lumbermen lately 
returned from extended vacations in Florida; 
they are C. F. Sullivan of the C. F. Sullivan 
Co., Harry L. Abbott, Abbott Lumber Co. 
(Inc.), and Harold B. Gorsline, National 
Lumber Co. Raymond E. Grove, of Pal- 
burn, (Inc.), is back from a vacation in 
Beaufort, S. C. 





Visitors in the Boston intercoastal offices 
on April 9 and 10 included Lloyd Roberts 
of London, Eng., and Otto Koerner, operat- 
ing at New Westminster, B. C. Prior to the 
invasion of Czechoslovakia they had con- 
ducted a sawmill there. Driven out, they 
moved overseas to British Columbia. They 
plan visits in New York and Washington 
before returning to the West Coast. 


Horace B. Shepard, dean of the active 
wholesale lumbermen in the Boston area, 
was greeted by scores of business friends 
and associates on April 12, the occasion of 
his eighty-sixth birthday, at the offices of 
Shepard & Morse Lumber Co., Boston. The 
business was incorporated by his father, the 
late Otis Shepard in 1878. In 1900 the 
father died and the son became president 
and manager of the business, which offices 
he has since held. 


The 1941 Milwaukee building exposition 
established a new attendance mark with 
more than 119,000 persons visiting the expo- 
sition of lumber, building materials and home 
furnishings at the Milwaukee Auditorium 
during an eight-day period. Sales activity at 
the 1941 exposition resulted in the more than 
300 exhibitors showing taking option on 
booth space for next year’s show, with many 
requesting larger space than used this year. 





RETAIL YARD CHANGES 


Maysvit_e, Mo.—J. C. Douglas, who has 
been employed by the J. L. Brown Lumber 
Co., here, has been transferred to the man- 
agership of a yard at Amity, recently bought 
by Mr. Brown. 


PocAHONTAS, lowaA—New manager of the 
Fullerton Lumber Co. of Pocahontas is 
George Reath. Mr. Reath comes to Poca- 
hontas from Hartford, Wis. 


Marra, Tex.—O. G. Lewis is the new 
manager of the John F. Grant Lumber Co. 
Previous to this connection, Mr. Lewis rep- 
resented a building material firm. 





Credit Book Publisher Honored on 
Eighty-second Birthday 


William Clancy, president and treasurer 
of the Lumbermen’s Credit Association 
(Inc.), publishers of The Lumbermen’s 
Credit Rating Book, recently celebrated his 
eighty-second birthday at the office in Chi- 
cago. Mr. Clancy had just returned from a 
ten day trip to the Carolinas and the South. 
Upon his return he found his office banked 
with flowers to commemorate the event. The 
occasion was also a joint celebration with 
Will C. Clancy, his son, who is first vice 
president and general manager of the com- 
pany. 
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To Wholesale Northwest Products 


SEATTLE, WAsH., April 14.—United States 
Lumber Co. of Seattle is the name of the 
newest organization to enter the lumber busi- 
ness here. It has opened offices at 803 
White Building. It is headed by C. I. Court- 
ney, who until recently operated the Court- 
ney Lumber Co., Seattle wholesaler, which 
also owned and operated a 100 percent hem- 
lock sawmill in the northern part of the 
State. Mr. Courtney formerly operated the 
Standard Lumber Co., of Seattle, which 
was a wholesale and manufacturing busi- 
ness. United States Lumber Co. will whole- 
sale north Pacific Coast lumber products. 





Company Honors Long Time 
Employees 


Special recognition went to E. W. Clark, 
C. A. Newport and J. E. Johnston, at a 
banquet for the Atkins Pioneer Club, an 
organization of 291 employees who have 
rendered 20 or more years of service to 
Kk. C. Atkins & Co., Indianapolis, Ind. saw 
manufacturers. The three men have been 
with the company 55, 55 and 50 years re- 
spectively. 

Mr. Clark is sales manager of the New 





Above, left to right: 
E. W. Clark and J. E. 
Johnston. Below: 
C. A. Newport. Each 
has been with E. C. 
Atkins & Co. for 50 


years or more 





York branch. Mr. Newport has served as 
secretary of the pioneer club for 30 years. 
Mr. Johnston has demonstrated saws in lum- 
ber camps throughout the country and is 
said to be among the first to play a musical 
saw. 

During a business meeting preceding the 
banquet a 50 year club was organized within 
the Pioneer organization. The fifteen char- 
ter members elected and their years of serv- 
ice are: H. C. Atkins, 59; Francis Hager, 
57; E. W. Clark, 55; Albert Hert, 55; 
C. A. Newport, 55; Henry Zschech, 54; W. 
A. Atkins, 52; Henry Brink, 51; A. T. Pot- 
ter, 51; Frank Suher, 51 and J. E. Johnston, 
50. Inactive members are: Charles Fenton, 
61; George Helm, 55; W. O. Williams, 51 
and W. T. Vaught, 50. 
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Company Announces Appoint- 
ment of Manager 

SEATTLE, WasH., Apr. 14.—Appointment of 
IX, B. DeVoe as manager of its newly estab- 
lished southern Oregon office at Medford, 
Ore., is announced here by the J. F. Sharp 
Lumber Co. De Voe will contact mills in 
Oregon and California so that customers of 
J. F. Sharp will be able to fill varied needs, 
particularly pine. Service to both mills and 
wholesalers as well as the trade calls for 
this expansion of business. 





Buys Mill in Southwest 


The sawmill, planing mill and box factory 
of the George E. Breece Lumber Co., Alamo- 
gordo, N. M. has been purchased recently by 
Prestridge & Seligman, Grants, N. M. to- 
gether with Breece holdings in the Sacra- 
mento mountains. Production will begin 
about May 1. 

The mill is completely electrified, equipped 
with dry kilns and has a daily capacity of 
75,000 to 100,000 feet. The new concern is to 
be known as the M. R. Prestridge Lumber 
Co.; M. R. Prestridge becomes manager. 

It is said that the sale in no wise affects 
the operation of the mills or the business of 
the George E. Breece Lumber Co. at Albu- 
querque, N. M. 





Series of Hoo-Hoo Meetings 


(Continued from Page 43) 

called on guests for short talks. Those re- 
sponding were W. M. (Doc.) Wattson of 
Minneapolis, secretary of the national or- 
der, who told of the activities of other Hoo- 
Hoo clubs and of the plans for future Hoo- 
Hoo. F. E. Wellman, circulation manager 
of the AMERICAN LUMBERMAN also re- 
sponded, and told the kittens they would get 
out of Hoo-Hoo just as much as they put 
into it, and urged them help put Hoo-Hoo 
over in a regular Texas manner. 


Fort Worth, Tex., Apr. 5.—The second 
step in the rejuvenation of Hoo-Hoo in the 
state of Texas was taken here this evening 
in the Alamo Room of the Texas hotel. 

The team putting on the work was as fol- 
lows: Snark, W. M. Wattson; Senior Hoo- 
Hoo, Kennett Hudson; Junior Hoo-Hoo, 
Don S. Montgomery; Bojum, E. V. Staude: 
Scrivenoter, Forest Lacy; Jabberwock, C. 
A. Hunter: Custocatian, E. L. Barrow; 
Arcanoper, Lloyd Barton, and Gurdon, Roy 
Benson. 


GALvEsTON, TEx., Apr. 7.—The third step in 
the renewal of Hoo-Hoo in Texas was taken 
in the North Ballroom of the Hotel Galvez 
in a concatenation under the leadership of 
Walter D. Hull, vicegerent for the Hous- 
ton-Galveston district. 

Eleven kittens were signed up and many 
old cats came back into the order by renew- 
ing their membership. Among the guests 
present was the oldest living member of 
Hoo-Hoo, J. J. Judd of Arkansas, No. 94. 

The team was as follows: Snark, Walter 
D. Hull, Senior Hoo-Hoo, J. L. Watson, 
Junior Hoo-Hoo, Don S. Montgomery, 
Bojum, F. L. (Mike) Jones, Scrivenoter, W. 
M. Wattson, Jabberwock, F. E. Wellman. 
Custocatian, Geo. W. Barrow, Arcanoper, 
Ben. J. Barrow, and Gurdon, Geo. C. 
Schnitzer. 
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SOUTHWEST 


LUMBER MILLS INC 


This Select Lumbe 
is cut from 


Selected Timber 


Big tall trees of Ponderosa Pine—sound 
straight and strong, of slow, high altitude 
growth, yield this choice quality lumber 
It's stock of soft, easy-working texture, of 
good lengths and widths, with the proper- 
ties that make for excellent yard and shed 
stock, shop and factory lumber, box and 
crating material. 

Here is an unlimited supply of timber. 
And here are two modern plants, with 
up-to-date manufacturing facilities, with 
20 modern Moore dry kilns. A production 
capacity of 100 million feet per year. All 
lumber loaded under cover. 

Call on us for all building and industrial 
items—Dimension, Siding, Interior Trim, 
“Apache Brand” Mouldings, Ceiling, Cas- 
ing. Base, Lath, Selects, Common. 

Our Eased-Edge Dimension is Double- 
End Trimmed. Properly seasoned, ac- 
curately manufactured, it KEEPS its size 
and shape. Mixed cars. Tell us your 
needs. 


Southwest Lumber Mills Inc 


McNary, Arizona 


Mills at Flagstaff and 
McNary, Arizona 








DISTRICT SALES OFFICES 


PHOENIX, ARIZ.— © © "© iti esentative 


CHICAGO — > 4, WEILER 520 N. Michigan Ave. 


Manager 


NEW YORK —noom i641 Grand Central Terminal Bide. 


Phone, Murray Hill 5 - 55383 





60 


Here’s What's New 


New Clear Finish for Exterior 
or Interior Surfaces 


As an addition to its line of paints, var- 
nishes and enamels The Lowe Brothers Co., 
Dayton, Ohio has announced “Plax Water 
Clear,” a synthetic clear finish for exterior 
or interior use over painted, varnished, 
enameled or natural surfaces. It is said to 
possess the qualities of clearness, gloss and 
durability to an exceptional degree. Accord- 
ing to Lowe Brothers reports “Plax Water 
Clear” will not discolor even the lightest 
surface. Results of exposure, scrubbing and 
scuff tests have been gratifying to the manu- 
facturer. The new product is suited to use 
on floors, woodwork, furniture and other 
surfaces. It dries hard overnight. Counter 
and window displays and circulars are avail- 
able to dealers. 


Glue Chart Tells Proper Use 
for Each Type 

Because they believe that no one glue will 
serve all purposes the Casein Co. of America, 
350 Madison Ave., New York, N. Y. has 
prepared a new gluing chart which is said to 
tell at a glance the type of glue best suited 
to any particular adhesion job. The Casein 








company offers three types of glues: “Casco 
Casein” glue, “Cascamite Resin” glue, and 
“Casco Flexible” cement. The information 
on the chart is based on these products and 
shows laboratory tested uses for each type. 
The “Casco” gluing chart is 913x15™% inches, 


SARBRARBRHE BAH HH 


The CASED ne CHART 





WHICH GLUE TO USE FOR WOOD 


GLUE TO USE FOR Low COST 
TER 201m 


GAUE TO USE FOR MaxIMUM 
STRENGTH WATERPROOF JOINT 
bests enter 


ROTE Whee vxing CASCAMITE Ste ws hens op eaten tan é Gh tan 
WHICH GLUE TO USE FOR OTHER MATERIALS 

Carmheater of maternal HOR POROUS MATERIALS ARO POROUS MATERIALS SOFT POROUS MATERIALS 

WON POROUS MATERIALS 

Ciecs Big Proxies (ayo f= 


is printed in bright colors, mounted on heavy 
board and specially varnished. An _ easel 
is attached. The chart will be sent without 
charge to any dealer who stocks or intends 
to stock the three above-mentioned “Casco” 
adhesives. 








SPECIALS 
1 ecarload 4/4 L.R. Sycamore. 


200,000 ft. 4/4, 5/4 and 6/4 Dry Soft Maple. 


100,000 ft. 4/4 Com. & Btr. Oak. 


The above are a few items we would like to 


move. If interested, write us. 





TTON HANLON 


ODESSA , NY. 











GOOD STOCK OF LUMBER NOW 
COMING DRY 


We will soon be able to furnish your needs 
in most any grade and thickness of North- 
ern Hard and Softwood. We can also furnish 
you most items in Southern Yellow Pine and 


West Coast Products. 








R-B ROLL-OFF BED rour-ro.ter Tyre 
FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
lumbermen throughout the U.S. A. and to foreign countries under agreement 
users are keeping their  o refund the purchase price if unsatisfactory in any way. 


trucks ON THE GO. 





ie eek 


NOT ONE HAS EVER BEEN RETURNED 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better, give us 
the make and model 
of your truck. We’ll 
be glad to suggest 
the proper roller 
equipment for it. 


Guinotte and 





tuciid ave. Aansas City, Mo. 
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New Catalog for Cabinet Hard- 
ware 


A six page catalog folder (No. 207) en- 
titled “For Beautiful Kitchens and Bath- 
rooms” gives detailed illustrations and de- 
scriptions of the complete “Amerock’”’ line of 
cabinet hardware manufactured by the 
American Cabinet Hardware Corp., Rock- 
ford, Ill. Three design groupings are fea- 
tured at graduated price levels: DeLuxe, 
“Streamlux,” and Standard. Copies are 
available upon request. 





Spring Window Control Is 
Quickly Installed 


More than thirty U. S. Army camps, 
hospitals and airports are using “Jiffy” win- 
dow control springs distributed by Dodge 














Sales Co., 519 N. 66th _ 
St., Milwaukee, Wis. f 
The springs allow 

complete freedom in a 


raising and lowering \ 
double hung wood 


windows and yet pro- \ 
vide a constant pres- 
\ 











sure which holds the 
sash in any position. | 








The “Jiffy” control is Qn \ 

a slightly curved \ Lf 
bronze spring 1'4x6 if 
inches which is in- iM 
stalled by simply tack- || 
ing at the center. The | 
device is recommend- 
ed for new construc- & ~ 
tion and for old windows having faulty or 
worn out mechanism. It is completely in- 
visible on new construction. 




















} | 

















Lighting Analysis Offered at 
No Cost 


In view of the fact that everyone’s 
fluorescent lighting requirements are differ- 
ent the W. H. Long Co., 425 N. Clark St., 
Chicago, Ill. is offering the services of a 
trained and qualified lighting engineer who 
will make lighting recommendations based 
on scientific analysis of individual problems 
at no cost or obligation to the inquirer. Com- 
plete cost information is also supplied. To 
obtain the service it is necessary only to 
submit a simple sketch of space, measure- 
ments, ceiling height, outlets and their watt- 
age. Sketches and inquiries should be ad- 
dressed to Mr. Conrad, in care of the W. H. 
Long Co. 


New Low Cost Wallboard 
Has Velvety Finish 


A new low-priced prefinished wall panel- 
ing known as “Marlite Velvetex” has been 
announced by Marsh Wall Products, Inc., 
Dover, Ohio as a companion product to 
“Marlite Deluxe” paneling. The new prod- 
uct, which has lopped 15c per square foot 
from former “Marlite” prices, has a_ soft 
velvety finish that distinguishes it from the 
“Deluxe” high polished mirror-like surface. 
“Velvetex” comes in wall-size panels that 
can be cut to size and applied over plaster, 
insulation board or lathe which is reason- 
ably straight. It is said to possess color 
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stability, durability and resistance to com- 
mon deteriorants. It will be manufactured 
in 18 colors and patterns and five standard 
sizes. Tile patterns, “Horizontaline”’ and 
plain colors are available. An attractive 
folder containing samples of the regular and 
the new product has been prepared to an- 
nounce the newcomer to dealers. Further 
details and prices are available from the 
manufacturer. 





Timer Controls Paint Mixer 
and Other Devices 


A new timing device for its line of paint 
mixers has been announced by the Miller 
Manufacturing Co. The timer is graduated 
in half minutes up to a 15 minute maximum. 
It is also available in a one-half minute 
minimum to 30 minute maximum size. 
Setting the indicator to the desired time on 
the dial completes the circuit which is not 





broken until the proper amount of time has 
elapsed. According to the manufacturer the 
new timer may be used with washing ma- 
chines and other electrical appliances. Cir- 
culars and full details may be obtained by 
writing to the Miller Manufacturing Co., 
Dept. E, 3238 Bryn Mawr Ave., Chicago, 
Illinois. 





New Score Lines Give Illusion of 
Mortar 


Development of a new type score line for 
“De Luxe Monowall” tile designs which 
gives the individual field tile the appearance 
of having rounded edges has been announced 
by the building materials division of the 
Armstrong Cork Co., Lancaster, Pa. A new 
type of hardboard base material will be used 
to provide a smoother surface for the fin- 
ished product. The widths of the contrast- 





ing score lines have been decreased. This, 
combined with the rounded edges of the 
field tile, more nearly simulates mortar lines 


joining the “cushion edge” 
tile. The streamlined grooves simplify 
cleaning. “De Luxe Monowall” will be sup- 
plied in ‘thirty colors in plain, and tile, mar- 
ble, or wood designs. 


type of ceramic 
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New Wallpaper Base for Use 
on Plaster Board 


An insulating base for wallpaper to be 
tacked or pasted over plaster board has been 
developed after several years of experimen- 
tation by Fleming & Sons, Inc., manufac- 
turers of paper and paper products, Dallas, 
Tex. The new product is named “Krakpruf” 
and it is said that tests on actual homes 
over a period of time have proven its value 
as a wallpaper base. Rolls are of a con- 
venient size and the paper may be applied 
either horizontally or vertically. Butt joints 
should be sealed with manila tape pasted 
over seams. ‘“Krakpruf” is made in light, 
medium and heavy weights. 





New High Gloss Wallboard and 
Catalog Offered 


A new high-gloss finish wallboard called 
“J-M DeLuxe Flexboard” has been added to 
the products of Johns-Manville, 22 E. 40th 
St., New York, N. Y. The new product has 
a baked-on surface of asbestos and cement 
which is specially waterproofed. The board 





is said to provide fire protection in kitchens. 
The mirror-like surface is resistant to stain- 
ing. It is available in eight colors and is 
easily applied over old or new surfaces. The 
photo shows all three styles available: box 
scored, horizontal scored and unscored solid 
color. Johns-Manville is also offering a new 
catalog showing its complete line of building 
materials. 





Booklet on Package Window 
Available 


Designed especially for use in small home 
construction, a steel casement window known 
as the “Fenestra” package window is being 
offered by the Detroit Steel Products Co., 
Dept. AL-4, 2265 E. Grand Blvd., Detroit, 
Mich. The steel frame and sash with glass 
installed and the casing of California red- 
wood and outside trim are all furnished as 
a unit. Inside trim of Douglas fir cut to 
measure is also supplied if desired. Quick 
installation is said to be one of the merits 
of the unit. A descriptive book giving com- 
plete details may be had upon request to the 
Detroit company. 
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FOR BEAUTY, FINISH 
and UTILITY DIXIE 
BRAND OAK FLOOR- 
ING HAS NO EQUAL! 





WE DO NOT MAKE 
THE MOST OAK 
FLOORING BUT WE 
DO MAKE THE 
BEST! 





W.R. WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 











MONTGOMERY, ALABAMA 


MANUFACTURERS 


SOUTHERN PINE 
LUMBER 


Specializing in Shed Stock and Boards, One- |. 
half by Six Poplar Bevel Siding, Mouldings 


NDUSTRIA 


LUMBER LUMBER. CO. Inc.| Tite 
ELIZABETH, LOUL SIANA 



























Timbers, chemically treated to 
prevent stain. 


Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 





SULLIVAN LUMBER CO. 


oc OREGON 


FIR ‘ca: 
aan 


SPRUCE, HEMLOCK, + in PINE 
Reliable Shippers 29 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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|| MAPLE FLOORING _| 


Lumber Co. 
ALAMOGORDO, - NEW MEXICO 


With 43 years’ experience 
serving lumber dealers 

with a choice timber supply 
of over l!/ billion feet . . 
with a modern mill and up-to- 
the-minute manufacturing fa- 
cilities ... we offer you finest 
products of DOUGLAS FIR, 
WHITE FIR and PONDEROSA 
PINE. High-altitude Fir, espe- 
cially suited to construction 
work, 


Dimension, Timbers, 
Ties, Lath, Yard and 
Shed Stock, Bevel Sid- 
ing, Mouldings, Box 
Shook and Crating. 











MFMA 













BROWN DIMENSION CO. 

















Manufacturers Ee 
PINE & POPLAR 


re Members 


LA GRANGE, GA. 








WHITE PINE 72%. 


Ponderosa— 

California White 

Also and Sugar Pine 
Cedar and 


Fir Wallboar 
William Schuette Company 


New York 


West Coast Products 





Ofice—4i East 42d St. PITTSBURGH, PA. 














FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 
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Here’s What’s New in Millwork 


A new booklet entitled “How to Build 
Beauty and Value Into Your Home with 
Curtis Woodwork” gives a rapid view of 
the millwork line of the Curtis Companies, 
Inc., Clinton, Iowa, and relates each unit to 
its use in the home. A_ wide variety of 
styles in each millwork item is offered. 
A book of testimonials has also been pre- 
pared by Curtis and entitled “What Home 
Owners Say About Silentite Windows.” 


?, 
So & & 


A new low cost, overhead garage door 
tradenamed “Uni-Rol” is being offered by 
Farley & Loetscher Manufacturing Co., Du- 
buque, Iowa, manufacturers of “Qualitybilt 








Millwork.” All parts of the door are toxic 
treated, and joints are framed with hard- 
wood dowels. The hardware is made by 
Stanley. Stock sizes are prefit for open- 
ings 8 feet wide by 7 feet or 6% feet high. 


“Window Beauty for the Life of Your 
New Home” is a new and attractive 24 
page book detailing construction and applica- 
tion of complete wood window units built by 
the Andersen Corp., Bayport, Minn. <A 
number of noteworthy installations of the 
Andersen lines, “Outswing” wood casements, 
“Narroline” double hung units, Andersen 
horizontal gliding windows and basement 
windows, appear therein. “Only the rich 
can afford poor windows,” says the Ander- 
sen Corp. “Windows must last as long as 
the house,” they remind the reader. An- 
other pretentious Andersen book designed 
primarily for builders and designers incor- 
porates material of a more technical nature 
with illustrations of attractive installations. 


eo & 


A catalog No. A-2 on double hung and 
casement window frames, door frames, win- 
dow trim and weatherstrip is available from 
the Malta Manufacturing Co., Malta, Ohio. 
It includes photos and sectional drawings 
showing frame construction and pulley and 
weight mechanism used. Specifications and 
prices are also shown. 


oo & 


A pretentious and helpful kit of material 
prepared by the Harbor Plywood Corp., 
Hoquiam, Wash., presents ideas for the use 
of their “Harbord” plywood products. Espe- 
cially featured is “Super-Harbord,” described 
as “the weatherproof plywood.” One group 
of booklets is called the “Plan-it Series” and 
each presents construction details for a sum- 
mer cottage or tourist camp or commercial 





building. Another set of leaflets tells how 
to construct a variety of useful items in- 
cluding photographic darkrooms, dog houses, 
boats, hog and poultry houses, service sta- 
tions, roadside stands, store fronts, sign 
boards, milk houses etc. One booklet com- 
bines a number of these items under a single 
cover, another tells about the use of ply- 
wood in refrigerator car construction. 


oe & 


In connection with its campaign to pro- 
mote the use of wood in building, the Na- 
tional Door Manufacturers Association, 332 
So. Michigan Ave., Chicago, IIl., has issued 
several pieces of literature. Pictured on 
the cover of one pamphlet “Wood Accepts 
the Challenge,” is the three century old 
Fairbanks House in Dedham, Mass. It has 
never been painted. Another NDMA leaf- 
let is entitled “For Your Home, Wood Win- 
dows Are Best.” “Out of the Laboratory 
Comes Even Longer Life for Wood,” a third 
attractive booklet, tells about the effective- 
ness of scientific wood preservatives. 


¢¢ ¢ 


A new factory fitted unit window has been 
recently added to the “Built-well Woodwork 
line manufactured by Carr, Adams & Collier 
Co., Dubuque, Iowa. It is equipped with 
a cushion-type spring weather strip, factory 
applied, designed to eliminate sticking or 
rattling caused by swelling or shrinking. 
“Superior” windows are counterbalanced 
with overhead built-in springs. They are a 
low cost item and may be installed in frame, 
brick veneered or solid masonry walls. 


oo & 

A national advertising program in con- 
sumer and trade magazines by “Ponderosa 
Pine Woodwork” will offer ideas for the 
use of woodwork in the home. A 32-page 
“idea” book entitled “Open House” is being 





offered in connection with the campaign. It 
illustrates mamy ideas for the use of doors 


and windows. Attractive photographs of 
well planned woodwork supplemented by 
isometric drawings or floor plans will be 
used in the advertising and are included in 
the book. One such photograph is repro- 
duced here. 

oe & 


Newly published literature of the Huttig 
Manufacturing Co., Muscatine, Iowa, de- 
scribes their products: “Red-E-Fit Rot- 
Proof Rezistal-Treated” windows, “Genuine 
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Waterproof-glued Guaranteed” doors and 
“Huttig of Muscatine Woodwork of Merit.” 
“Rezistal” treatment of sash is said to elim- 
inate the causes of binding and sticking win- 
dows. In another new piece of literature 
much of the new automatic woodworking 
machinery used in the Huttig plant is pic- 
tured. Huttig manufactures entrances, shut- 
ters, stairs, mantels and other woodwork 
items. 


oo 


A recent development of the M and M 
Wood Working Co., Portland, Ore., is a new 
type of flush cupboard door stock. Con- 
struction embodies a three-ply Fir core with 
solid lumber stile and vertical grain on the 
edges to permit smooth lipping of panels. 
The core is sanded and patched on both 
sides. before face veneers of unselected birch 
or rotary cut pine are applied. Inasmuch 
as panels may be trimmed up to 1% inches 





on each side there is a size to fit any open- 
ing. The flush cupboard door stock is manu- 
factured one-half inch wider than specified 
to allow for lipping and one-half inch longer 
to allow for cutting. Literature describing 
this new product is available from the manu- 
facturer. 


oo & 


A standard, stock, louver ventilating door 
built to meet FHA requirements for closets 
containing water heaters has been recently 
put on the market by Wm. Cameron & Co., 
Inc., Wholesale, distributors of “Ideal” prod- 
ucts, Waco, Tex. Quantity production 
makes this a low cost item. Ventilating 
vanes will not loosen. The door comes in 
one size: 2x634 feet by 13 inches. 


Literature on “Thrif-T” weather-stripped 
window units is available from Roach 
& Musser Co., Muscatine, Iowa, manufac- 
turers of that product. The unit windows 
are toxic treated and said to be easy and 
quiet in operation. Installation can be ac- 
complished in twelve minutes. Zinc and 
spring-bronze weather stripping is standard 
equipment. The window units are suited to 
all types of wall construction, as is shown in 
the above mentioned literature which is avail- 
able from the manufacturer. 


&¢¢ ¢ 


A new brochure, “Fabricating to Specifi- 
cations With Industrial Masonite” has been 
issued by Service Industries, Inc., 2035 Cal- 
umet Ave., Chicago, Ill. The company is 
strictly a service organization having the 
specialized equipment and skilled workmen 
to fabricate Masonite for a vast number of 
uses. It furnishes Masonite parts cut and 
processed to a dealer’s specifications. Serv- 
ice Industries, Inc., is equipped to do special 
bending, die and dimension cutting, punch- 
ing, routing, laminating and finishing of 
Masonite. Special finishes have been devel- 
oped for this latter process. A large stock 
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of Masonite permits 24 hour delivery service 
on work that merely requires cutting to size. 
The brochure, which completely describes 
the service, is available upon request. 





New Booklet Contains Information 


on Heavy Timber Design 

A new twenty-one page booklet—‘Design- 
ing Timber Connector Structures’”—explain- 
ing the application of data contained in the 
“Manual of Timber Connector Construc- 
tion” has just been prepared by J. E. Myer, 
Research Engineer of the Timber Engineer- 
ing Co., Dept. KK-4, 1337 Connecticut Ave., 
Washington, D. C. 

This new booklet contains information on 


the types and uses of timber connectors, con- 
ditions affecting connector loads, factors 
influencing connector joint details, methods 
of computing sizes of structural members, 
discussion of joints loaded parallel to grain 
and at angle to grain, formulas for deter- 
mining stresses in members with combined 
bending and axial loads. Recommended 
procedure for designing timber connector 
structures is given in detail and examples 
illustrating the necessary steps are included. 

Inserted with the booklet is a four-page, 
loose-leaf pamphlet which illustrates the 
load variations for timber connectors with 
different end distances, edge distances, spac- 
ings, and angle of load to grain. 
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#$35,000,000.00—that’s what government entomologists esti- 


mate the cost of damage by Lyctus and other “powder post” 


beetles every year 


You can put most of your share of this exhorbitant toll 
back in your pocket by following four simple suggestions: 


1. Inspect yards and storehouses at regular intervals with 
an ever watchful eye on untreated, stored lumber. 


2. Destroy all debris, favorite breeding spot for insects. 


3. At the first trace of beetle damage, treat the infested 


QUICK FACTS ON lumber 


PERMASAN 


FOR BEETLE CONTROL 


oldest stock first — with Permasan. 


4. Then dip a// the lumber in your yard with Permasan 
to check further spread of the destructive pests Jefore any 
more damage is done. 


Permasan will kill “live worms” in infested lumber and 


{. Permasan is 5% pentachloro- 
phenol (minimum), 5% non-vola- 
tile solvent,90% selected petroleum 
distillate. 


2 Available in 55-gallon non-re- 
turnable drums or tank cars. 


3. Can be easily applied. 


4. Highly toxic to dosh larvae and 
adult beetles. 


prevent new infestation of uninfested seasoned wood... 
economically as well as effectively. Permasan is helping 
progressive lumbermen cut their share of the lyctus beetle’s 
$35,000,000.00 toll... just as it can help you cut yours. 

For information on your specific problem, send tor Tech- 
nical Bulletin 0-14. MONSANTO CHEMICAL COMPANY, St. 


Louis, U.S. A. District Offices: New York, Chicago, Boston, Detroit, 
Charlotte, Birmingham, Los Angeles, San Francisco, Montreal. 


MONSANTO CHEMICALS 




















Lumber You'll Be 
Proud to Sell 


Never have you seen a finer line 
of Mississippi Shortleaf than that 
now offered by Sallis. Velvety soft, 
easy to work, yet strong, firm and 
durable, you'll be glad to recom- 
mend it for your customer's most 
particular needs. Count on us for 
everything in Shortleaf. Yard and 
Shed Items, Eased-Edge Dimension, 


Flooring, Ceiling, Siding, Finish, 
Mouldings, Casing, Base. Shed 
stock is kiln-dried. Air-dried items 


are Lignasan-treated. Let us quote. 


Annual Capacity 35,000,000 Feet. 
Il. GC and G. M. & N. Rallroads 


STRESS 





LUMBER CO., 
BRANDON.MISS. 











SUGAR & WESTERN 
PINE AGENCY 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


y LL GA BR pee pore 
ects an 
PINE — 


Shop 
California Ponderosa Pine 
Mouldings and Cut Stock 


Sugar Pine Specialists for 30 Years, 
* 
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CALBAR 
CAULKING 
COMPOUND 


FOR ASBESTOS 
SHINGLE SIDING 
It is necessary to seal Nail Holes, Cor- 
ners and Openings around Windows 


2 seers i senor fo provide a really 
aterproo ° se CALBAR 
COMPOUND. — 


Asbestos Shingle Siding usually requires a 
Brilliant White color or Brilliant Light Gray, 
other colors can also be furnished. Made in 


several Grades, easily applied with Calbar 
Pressure Gun. 


Send for information or order thru your Jobber. 
CALBAR Paint & Varnish Co. 


Manufacturers of Technical Products 
2612-26 N. MARTHA ST. - PHILADELPHIA, PA. 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasuincrTon, D. C., April 14.—Following is the National Lumber Manufacturers’ Asso- 
ciation’s report for two weeks ended April 5 and for fourteen weeks ended that date, covering 
mills whose statistics for both 1941 and 1940 are available, and percentage comparisons with 
statistics of identical mills for the corresponding period of 1940: 


Av. No. Per- 
Mills Production cent 


TWO WEEKS: Rptg. 
Total Softwoods 396 
Total Hardwoods... 98 
Total Lumber ..... 476 
Total Flooring .... 79 
FOURTEEN WEEKS: 
Total Softwoods 405 
Total Hardwoods.. 98 





Total Lumber...... 485 
Total Flooring..... 79 


1941 


464,411,000 
21,637,000 


486,048,000 


21,420,000 


3,064,946,000 
150,915,000 


3,215,861,000 


155,028,000 


of 1940 


115 
103 
115 
115 


118 

99 
117 
128 


Shipments 
1941 
485,079,000 

24,343,000 


509,422,000 


21,719,000 


3,313,631,000 
162,809,000 


3,476,440,000 


140,608,000 


Per- 
cent 
of 1940 


113 
128 
114 
115 


120 
120 
120 
123 


Orders 
1941 
510,993,000 
23,500,000 


534,493,000 


21,471,000 


,426,939,000 
158,705,000 


uw 


3,585,644,000 


155,753,000 


Per- 
cent 
of 1940 
120 
120 
120 
121 


12 
118 
12 
107 





NATIONAL STATISTICS FOR MARCH BY REGIONS 


WasuincTon, D. C., April 14.—Following is the National Lumber Manufacturers’ Asso- 
ciation’s report for the four weeks ended March 29 and for thirteen weeks ended that date, 
covering mills whose statistics for both 1941 and 1940 are available, and percentage com- 
parisons with statistics of identical mills for the corresponding period of 1940: 


Av. No. 
Mills 
FOUR WEEKS: Rptg. 
Softwoods: 
Southern Pine ..... 133 
West Coast ..... " 126 


Western Pine ..... 99 


California Redwood 14 
Southern Cypress .. 9 
Northern Pine ..... 8 


Northern Hemlock. 17 





Total Softwoods.. 406 
Hardwoods: 
Southern Hardw’ds. ;80 


Northern Hardw’ds. 17 
Total Hardwoods. 97 
Total Lumber.... 486 


Oak Flooring ..... 65 
Maple, Beech and ; 
Birch Flooring .. 14 


THIRTEEN WEEKS: 


Softwoods: 

Southern Pine ..... 127 
WOSE CORSE ..cccce 126 
Western Pine ..... 102 


California Redwood 14 
Southern Cypress.. 9 


Northern Pine ..... 8 

Northern Hemlock. 18 
Total Softwoods.. 407 

Hardwoods: 

Southern Hardw’ds. 780 


Northern Hardw’ds. 18 


Total Hardwoods. 98 

Total Lumber ... 487 
Oak Flooring ..... 65 
Maple, Beech and 

Birch Flooring .. 14 


FUnits. 








er- Per- 
Production cent Shipments”7 cent 
1941 of 1940 1941 of 1940 
142,075,000 109 128,003,000 100 
480,117,000 117 482,080,000 118 
264,175,000 121 293,407,000 110 
32,318,000 106 37,206,000 118 
8,040,000 84 10,726,000 1411 
3,741,000 399 9,872,000 1411 
11,869,000 157 5,281,000 109 
942,641,000 116 969,905,000 1138 
27,465,000 101 33,900,000 110 
12,942,000 94 11,348,000 135 
40,407,000 99 45,248,000 116 
983,048,000 116 1,015,153,000 113 
38,511,000 38,209,000 
4,949,000 5,093,000 ‘ 
451,093,000 120 449,557,000 129 
1,499,298,000 118 1,487,861,000 118 
715,380,000 118 937,363,000 119 
104,306,000 110 116,503,000 132 
30,318,000 99 36,288,000 129 
10,798,000 304 30,434,000 114 
40,926,000 144 19,388,000 1238 
2,856,710,000 118 3,084,158,000 124 
93,699,000 104 . 111,274,000 115 
44,301,000 87 38,854,000 129 
138,000,000 98 150,128,000 118 
2,994,710,000 117 3,234,286,000 120 
128,687,000 114,941,000 
15,694,000 15,404,000 


Per- 

Orders cent 
1941 of 1940 
132,095,000 108 
515,217,000 123 
344,648,000 1381 
41,151,000 109 
10,793,000 181 
10,369,000 138 
5,368,000 108 


1,072,733,000 


32,674,000 
14,614,000 


47,288,000 


1,120,021,000 
44,519,000 


4,658,000 


462,159,000 
1,525,536,000 
1,004,483,000 

113,665,000 

32,780,000 
29,417,000 
19,507,000 


3,194,039,000 


104,179,000 
40,152,000 


144,331,000 


3,338,370,000 
128,476,000 


16,420,000 





122 


112 
182 





127 


12% 


131 
116 
126 
120 
127 
113 
106 


121 


110 
135 





116 
12 





REGIONAL UNFILLED ORDERS AND STOCKS MARCH 29 


Wasuincton, D. C., April 14.—Following is the monthly statement by regions of eight 
groups of identical mills and two groups of hardwood flooring plants of unfilled orders and 
gross stock footage on March 29: 


Softwoods— 


Southern Pine 
West Coast 
Western Pine 
California Redwood 
Southern Cypress 
Northern Pine 


Northern Hemlock 


Total Softwoods 
Hard woods— 
Southern Hardwoods 
Northern Hardwoods 


Total Hardwoods 

Total Lumber 
Flooring— 
Oak Flooring 
Maple Flooring 

Units of production. 








No. of Unfilled Orders Gross Stocks 
Mills 1941 1940 1941 1940 
_. 129 116,398,000 70,969,000 365,486,000 475,070,000 
"* 496 590224000  442°315,000 831,971,000 937'403/000 
"* 401 = 3617952000 ~—«- 2257011000 1,199'278,000 1,378,609,000 
<< = 53,957,000 33,550,000 267,940,000 310,453,000 
9 10/359,000 51132000  163'261,000  195,102'000 
de 8 8,775,000 3°884,000 92°153.000 96,975,000 
as 9 5,576,000 5,636,000 86,755,000 68,305,000 
_. 899 1,147,413,000 788,408,000 3,022,616,000 3,485,977,000 
-. «79 49,653,000 44,656,000 224,104,000 280,349,000 
* 10  22'525/000 14'365,000 84'209,000 96,892,000 
89 72,178,000 59,021,000 398,313,000 377,241,000 
"* 479 «©1,219'591000 84714295000 3,330,929,000 3,863,218,000 
ne 15 61,295,000 68,207,000 73,752,000 79,325,000 
a 14 9'372'000 7'921,000 15,978,000 16,492,000 








it 
id 


00 


00 
00 


00 
00 


00 


100 
100 


00 
00 


00 
100 
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RELATION OF UNFILLED ORDERS TO STOCKS 


Wasuincton, D. C., April 14.—Following is statement of seven groups of identical mills 
of unfilled orders and gross stock footage on April 5: 





No. of Mills Unfilled Orders Gross Stocks 
Reporting 941 1940 941 1 
Total Seftwoods* ......cecce 382 1,126,934,000 777,337,000 2,951,077,000 3,414,444,000 
Total Hardwoods® ......... 97 80,843,000 66,408,000 362,578,000 435,545,000 
Tetel EMO cose cceccescs 464 1,207,777,000 843,745,000 3,313,655,000 3,849,989,000 
Oak and Maple Flooring.... 89 71,015,000 76,082,000 89,291,000 96,140,000 


*Of Northern mills, 15 reported on softwoods, 17 on hardwood unfilled orders; 18 mills 


on stocks. The total number of mills (479) 


softwood and hardwood subtotals. 


includes 15 northern plants that are in both 





Western Pine Summary 


PortLAND, Ore., April 11.—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
April 5 


Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 


New Orteans, La., April 16.—Following 
is a summary of reports from southern pine 
mills for two weeks ended April 12: 
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Report of an Average of 100 Mills: 
Total for 2 weeks ended 
April 5, 1941 April 6, 1940 


Average weekly number of mills, 124; 
Units], 97 


; 5 Two-Weeks 
Production 133,659,000 115,521,000 Three-year average production* 57,673,000 
Shipments .... 156,278,000 132,573,000 Actual Production 2.0.66 0s.50« 63,448,000 
Orders received 169,345,000 130,641,000 ee er ae 55,958,000 

Report of 98 Identical Mills: Orders received .........e.eees 59,484,000 


: April 5, 1941 April 6, 1940 
Unfilled orders 362,736,000 220,872,000 
Gross stocks. .1,180,915,000 1,366,926,000 


Report of 98 Identical Mills. 
-—— Total for Year ———\, 
1 1940 


Number of mills, 127; Units,; 98 


On Apr. 12, 1941 


pHs gieiorbiace aug elegiete 111,443,000 
OE 271,548,000 


Unfilled orders 
Unsold stocks 


Production 792,374,000 670,055,000 ee. t, EO, SP See. Oh, See 
Shipments ..++1,023,970,000 856,018,000 tUnit is 299,000 feet of “3-year average” 
OPGGTS 6.66865 1,088,956,000 860,952,000 production. 





FEBRUARY RETAIL SALES AND STOCKS 


Wasuincton, D. C., April 14—The National Retail Lumber Dealers’ Association has 
issued its Report No. 6, dealing with the stocks and sales situation in February: “Total 
retail stocks for the country are estimated to have increased 5.0 percent during February, 
bringing the estimated total to 6,705 million feet on Feb. 28,” says Secretary-manager 
Northup. “Retail lumber sales during February were considerably below January sales in 
most regions. In the East South Central and West North Central, there was practically 
no change in total sales. Bad weather in practically all the regions has undoubtedly caused 


the sharp reduction in sales, following the early spring gains reported during January in 
some of the areas.” The report follows: 




















: % change % change 
: No.of Stocks—M ft. from Sales—M ft. from 
Region Yards Feb. 28 Jan. 31 Jan. Feb. Jan. Jan. 

New re 19 10,743 10,631 5 | 1,882 3 o— 

Middle Atlantic ........2 0. 65 33'355 32401 1256 ioed 41402 a 
East No. Central........... 133 74,824 69,789 +7.2 16,413 20,099 —18.3 
W est No. Central Ai wiceiaveia armen 582 114,883 106,718 + 7.6 6,309 6,301 +0.1 
mouth Atlantic ......6esces 31 22,278 18,397 +21.1 4,984 5,622 —11.3 
Hast So. Central. ... 2.2.0... 13 2,821 2,855 —1.2 712 "718 —0.8 
West So. Central................ 37 11,048 10,670 + 3.5 2,757 3,252 —15.2 
Mountain pig atateln eta anoeom eran 163 38,414 38,923 —1.3 2,803 3,058 —8.3 
PONIES Sonia ot esas eine aie Whelton 192 122,758 125,711 —2.4 40,495 54,063 —25.1 
Independent yards ....... 381 198,712 189,927 + 4.6 46,006 53,619 —14.2 
eS eee ee 854 232,312 226, 168 +2.7 34,413 46,079 —25.3 
TOGRE cess ohiewstc buses 1,235 431,024 416,095 +3.6 80,419 99,698 —19.3 


PRELIMINARY ESTIMATE TOTAL RETAIL LUMBER STOCKS 
Million Board Feet 





: Dec. 31, Sept. 30, Oct. 31, Nov. 30, Dec. 31, Jan. 31, Feb. 28, 
Region 1939 1940 1940 1940 1940 1941 1941 
INOW TSMRIBNE «40.6.0 ci ciccces 260 310 302 290 264 292 296 
Mid@ie Atlantic .....ccccecee 1,067 1,136 1,092 1,122 1,120 1,088 1,137 
Mast MO. COnGPAl. .0..ccsc ese 1,268 1,429 1,463 1,422 1,461 1,552 1,664 
West Na. Conceal. .....0000% 884 1,035 986 974 993 1,088 1,192 
co ae 502 388 378 385 408 472 572 
Wet So. Central........ 20sec 225 183 187 201 219 217 215 
WOM. GO. COMMUTE «2606 ccccwes 487 549 546 545 564 561 581 
eer rere 214 215 215 214 224 222 219 
ore itat Ona sae scecebier 900 868 782 724 842 891 870 
MUNE: . <s aycia Caialauate prataiaieialesies 5,807 6,113 5,951 5,877 6,095 6,383 6,705 

Weighted percentage change 

from previous month..... — 2.65 —1.2 +3.7 +4.8 +5.0 


Weighted percentage change 

from previous YearTr........ gietits tenes ear wim +5.0 
STATES IN EACH REGION: 

New England: Maine, New Hampshire, Vermont, Massachusetts, Rhode Island, Con- 
necticut. 

Middle Atlantic: New York, Pennsylvania, New Jersey. 

East No. Central: Ohio, Indiana, Illinois, Michigan, Wisconsin. 

West No. Central: Minnesota, Iowa, Missouri, No. Dakota, So. Dakota, Nebraska, 
Kansas. 

South Atlantic: Delaware, Maryland, District of Columbia, Virginia, West Virginia 
North Carolina, South Carolina, Georgia, Florida. 

East So. Central: Kentucky, Tennessee, Alabama, Mississippi. 

West So. Central: Arkansas, Louisiana, Oklahoma, Texas. 


Mountain: Montana, Idaho, Wyoming, ‘Colorado, New Mexico, Arizona, Utah, Nevada. 
Pacific: Washington, Oregon, California. 








Lumber”; 


says this 
Retail 


Dealer 


Algoma Klamath Pine 


is soft-textured 
straight - grained, 
mills to a satiny smoothness 


Make your customer your friend—by 
supplying this BETTER lumber. Al!- 
goma Pine is cut from a choice 
selection of Klamath Basin timber, 
famous for its all-around superior 
quality. Properly seasoned in up-to- 
date kilns, manufactured on modern 
precision machines, it is the PRE- 
FERRED lumber for building and in- 
dustrial use. 


Let us supply you with Shop Lumber 
(kiln-dried), Common and Selects, 
General Building Lumber, Pattern 
Lumber, Yard and Shed Stock, Di- 
mension, Bevel Siding, Knotty Pine 
Paneling, Mouldings, Sash and 
Door Cut Stock, Lath, Pickets, Box 
Shook, Crating. 


ALGOMA LUMBER CO. 


ALGOMA, OREGON 


Member of the Western Pine Association 
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Klamath 
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Crater 
Lake 


Box & 
Lumber Co. 


Kiamath 
Ponderosa PIN E 


LUMBER OF PROVED 
SUPERIORITY 


Timber from the Klamath region 
yields superior lumber, famous for its 
quality, soft texture and _ straight, 
close, even grain. Careful seasoning 
and modern manufacturing methods 
add further to its fine quality. 


Let us supply you with Selects and 
Common, S4S, Yard and Shed Stock, 
Factory Lumber, Bevel Siding, Knotty 
Pine Paneling, Dimension, Lath, 
Mouldings, Box Shook, Crating. 


Member Western Pine Association 


CRATER LAKE 
BOX & LUMBER CO. 


Sprague River, Oregon 





THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 














GILLIES BROS. Lid. 


BRAESIDE, ONTARIO, CANADA 


cenuine WHITE PINE sos, 


Air-Seasoned e Water-Cured 


for nearly 100 years. Capacity 30,000,000 feet annually. 
W Members N. W. L. D. Assn. 
DRY STOCK--ROUGH or DRESSED. PROMPT SHIPMENT. 


JAMES W. SEWALL 


Consulting Forester 


JAMES W. SEWALL 
O!d Town, Maine 
Established 1910 


PHILLIPS & BENNER 
Ruttan Block 
Port Arthur, Ontario 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., April 14.—The market in 
this section is capable of absorbing all 
offerings, and most manufacturers and 
larger wholesalers are rushing stock to jobs, 
chiefly Defense building at scores of indus- 
trial centers and at many coast-line points. 
The claim from Washington that 95 percent 
of lumber requirements in the Defense pro- 
gram had already been covered by orders is 
looked upon by lumbermen here as mere 
propaganda put out by the price control 
group, that has proved so effective during 
the past thirty days in reducing mill prices 
for certain types of boards in the South. 
Fresh Government schedules for housing 
lumber are appearing daily. Defense hous- 
ing projected by private capital, financed by 
the co-operative and savings banks and sup- 
ported by FHA insurance are numerous. 

In association circles, interest centers 
upon the regular spring meeting of the New 
England Lumbermen’s Association set for 
April 17 at the Hotel Carpenter, in Manches- 
ter, N. H. President W. D. Veazey, of La- 
conia, has arranged an interesting program 
that will center upon a composite stock 
sheet. Officials from the Timber Salvage 
Administration will report upon the status 
of the Government’s activities in New Eng- 
land, while a representative of Eastern Pine 
Sales Corp. that is marketing 400,000,000 
feet of this square edge “hurricane” pine 
will discuss market conditions. Its holdings 
come chiefly from the forest areas in New 
Hampshire and Massachusetts where the 
members of this association regularly oper- 
ate mills. Another early convention is that 
of the National-American Wholesale Lum- 
ber Association, which for the twelfth time 
in forty-nine years will be held June 3 and 
4 at the nation’s capitol, with headquarters 
at the Hotel Mayflower. 


WEST COAST WoOODS—Receipts at 
Boston by water in March totaled 5,204,- 
001 feet; a boat due the 30th with 5,577,- 
141 feet did not reach harbor until April 
1. Flow of lumber by water is normal, 
despite the current shortage of ship space 
for this intercoastal run, and in addition 
several million feet is now moving in 
each month by rail. Terminal stocks have 
increased, but volume of unsold lots is well 
below normal and much stock is for for- 
eign shipment. Local distributors are 
holding firmly to previous quotations. 
Transit lots of fir dimension take the $1 
discount from page 18 of West Coast list 
33, with hemlock at $2 off. Due to ship space 
shortage, we hear of no bookings for mill 
loading in late May or June. There are 
no quotations lower than full list. Spot 
boards at the docks sell mostly at $37 for 
No. 2, though as high as $38.50 is quoted. 
For No. 3 the price range has narrowed 
down to $33.50@34, as offerings are 
limited. 


EASTERN SPRUCE—The full battery of 
Maine and Provincial mills is now in op- 
eration, cutting logs hauled to the mills 
by truck, pending arrival of the river 
drives in late May or June. All have bulg- 
ing order files, and offices here report 
liberal inquiry and orders through March, 
largely from the industrials in connection 
with Defense. There is an absence of 
round-lot schedules from the yards for 
spring restocking, but there is evidence 
that many dealers are reverting to the 
old custom of placing “frame” orders cov- 
ering all spruce items required in each 
building, same to be trucked direct from 


railroad siding to job. Prices are very 
firm. Small dimension, 2x3-, 4- and 5-inch, 
delivered at Boston rate points, holds at 
$39; 2x8- and 9-inch at $44, and up to 
$47 for 2x10-inch and $49 for 2x12-inch. 
The call for boards continues to absorb 
all offerings, with delivered prices start- 
ing at $39 for 1x4-inch; the 6- and T7-inch 
at $43, and up to $46, $48 and $49 for 9-, 10- 
and 12-inch. For the 1x2- and 38-inch fur- 
ring, demand is urgent and most sales are 
at $38@39, delivered. Canadian mills have 
very little lumber to offer their usual 
U.S. customers. 


LATH AND SHINGLES—With the ar- 
rival of spring there is a sharp increase 
in the call for lath, and the supply is 
limited, as mills are resawing their long 
slabs to get every piece possible of 1x2- 
and 38-inch furring, now heavily oversold 
at $38@39. Most sales of 1%-inch slab 
lath are at $3.85@4, and one shipper has 
raised his quotation to $4.10, delivered at 
Boston rate points. The 1%-inch moved 
up to $4.35@4.50. Eastern white cedar 
shingle sales have not speeded up, and 
most standard brands are selling at $3.85- 
@3.95 per square for extras, delivered, and 
down to $2.75@2.90 for clear walls. The 
West Coast red cedars are all coming by 
rail. The 18-inch Perfections sell freely 
and offerings are limited at $4.64 and 
$4.76, delivered. Supply of 16-inch 5X No. 
1 is ample, and there is pressure to sell at 
$3.831@3.36 No. 2 are $3.24@3.36, and 3’s, 
$2.85 @2.93. 


PINE BOXBOARDS—tThe box shops are 
drawing their spring supplies of round 
edge largely from logs held in ponds by 
the Salvage Administration and sawed at 
Government mills. The regular operators 
are moving their limited holdings of inch 
round edge pine at a price range of 
$12@14, f. o. b. shipping point, with most 
sales at $13.50. Administration sales of 
round edge to April 1 totaled 74,859,000 
feet, since which date there have been 
additional sales of 3,183,000 feet. The lo- 
cal market for square edge is slow and 
prices are unsettled. The April 1 quar- 
terly revision of the Government’s sale 
price to Eastern Pine Sales Corp. calls 
for a second advance, but it is contended 
that current demand and prices do not 
warrant this change. A decision will be 
reached late this week. 


EASTERN HARDWOODS—Production at 
larger modern mills in New England, the 
Adirondacks and Pennsylvania is so com- 
pletely covered by orders that commit- 
ments are not complete until accepted by 
the home office. Delivered prices at Bos- 
ton rate points for inch kiln dried FAS 
birch or maple range from $86@92, and 
all offerings of thicker maple, 8/ and 9/4, 
are being picked up by furniture plants 
and wood heel shops. Most sales of FAS 
to furniture plants are within the range 
of $98@105. No. 2 common and better sell 
to the heel shops, in long plank, at 
$74@78, and short cross-cut lengths sell 
mostly at close to $85. 


NEW YORK, N. Y. 


Although the weather has settled down to 
more like spring, the dealers still report 
business very spotty. There has been no 
tendency for the dealers to do much buying. 


SOUTHERN PINE—Roofers still con- 
tinue on the downward trend. All upper 
grades remain firm, with demand still 
good. 

WESTERN PINES—Some mills are still 
out of the market, while others are back 
again with certain items. Ponderosa con- 
tinues to be rather hard to.get, with 
prices firm. Prompt shipment is available 
on other pines, with prices continuing 
steady. 


WEST COAST—Cargo space is still the 
great problem, with prospects for bottoms 
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looking more discouraging every day. 
Prices are steady. Some transit cars of 
hemlock arrived and were disposed of 
quickly at special prices. 

EASTERN SPRUCE—This market re- 
mains very strong. All spruce mills, both 
here and in Canada, have large order files. 
Dealers are having considerable difficulty 
in getting certain items. 

HARDWOODS—Dealers continue to re- 
port a nice volume of business, but find 
it more difficult to get shipments of cer- 
tain popular items. Some dealers who 
stocked up to full capacity early in the 
year are not feeling any great pinch yet. 
Prices continue very strong. 


Baltimore, Md. 


NORTH CAROLINA PINE—With com- 
pletion of large Defense undertakings in 
this area, there has been a decline in total 
demand and an easing in prices. Gain in 
building of smaller houses and in box de- 
mand did not take up the slack. Mills are 
more eager to book new orders. There 
has been some increase in assortments 
here. 


LONGLEAF PINE—Producers have been 
concentrating on Government needs. The 
market has ben stiffening. 

WEST COAST WOODS—Securing ship- 
ments is less troublesome. Some items in 
spruce, Ponderosa pine and other stocks 
have made advances. 


HARDWOODS—Quotations are advanc- 
ing by fairly easy stages on all the woods 
in general use. 


Norfolk, Va. 


NORTH CAROLINA PINE — There has 
been a perceptible increase in demand, 
mostly from Governmental sources, but a 
marked improvement is noted in regular 
retail and industrial trade, partly for De- 
fense uses. Prices are in a muddle but 
the chances are that there will be another 
advance. Better mills can not furnish 
lumber as fast as wanted. Framing and 
boards are taken up as soon as dried. 
Competition is still very keen, large mills 
being overanxious for orders. Everything 
bought today is wanted quickly. Due to 
lumber prices having been lowered, there 
has been noticeable an increase in private 
home building, especially at Defense 
centers. This has meant a better demand 
for finish, and yards have been buying 
more good No. 1 common to be worked 
into flooring, base ete. Naturally prices 
are strong, for supply of circular sawn 
kiln dried stock is light. There has been 
a very brisk demand for dressed framing. 
boards and roofers. Box manufacturers 
have been very busy. There has been no 
change in prices of box pine, rough or 
dressed. Prices of framing and air dried 
roofers have been steady, but mills in 
the Carolinas and Virginia will soon be 
able to get more money if demand con- 
tinues persistent. It is not easy to place 
large orders for framing and roofers, and 
most Government orders call for large 
quantities. Georgia air dried, from Main 
Line mills, are: 4-inch, $18.50; 6-, 8-, 10- 
and 12-inch, $21. 


Buffalo, N. Y. 


The lumber market has not been brisk, 
though building is increasing. Uncertainty 
as to the attitude of the Government on 
promotion of Defene housing has checked 
private building, and to some extent un- 
settlement of lumber prices has been dis- 
turbing. Southern pine has been fairly 
steady of late, though dealers have hesi- 
tated to buy, fearing a further decline. 
Pacific Coast woods have been holding 
strong, as has eastern spruce. Shingle 
prices are firmer because of the announce- 
ment of a 2-cent higher lake-and-rail 
rate, effective April 26, making the rate 
to this market 85% cents. 


HARDWOODS—tTrade of some local 
wholesalers is reported less active than 
it was a month ago. Buying is largely 
restricted to the immediate needs of con- 
sumers. Prices in most woods are holding 
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steady and considerable strength is dis- 
played by birch, maple and sap gum. De- 
mand is expected to be on a more satis- 
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LUMBER INFORMATION SERVICE 
TO BE EXPANDED 


factory scale this spring than it was for 
the same period last year. 

WESTERN PINES—The market is 
strong, particularly in Idaho and Pon- 
derosa, mill stocks of which have been 
much broken. Wholesalers report that 
much shopping around is necessary to get 
orders filled. Sugar pine is holding steady 
after recently registering an advance. 

NORTHERN PINE—A shortage is re- 
ported at mills and for common stock 
some are asking as much as $2 more than 


they did a month ago. Retailers are not dustry in language which a businessman can 
carrying any large assortments, but are 


finding it necessary to make additions at understand. Lumber and lumber products 
times. will be handled in a “Durable Materials Unit.” 


WasuHincrTon, D. C., April 16.—Reorgani- 
zation of the Bureau of Foreign & Domestic 
Commerce, now in progress, is aimed at put- 
ting the Government in closer touch with 
business, Director Carroll L. Wilson stated 
in an interview for AMERICAN LUMBERMAN. 
One objective of the new organization will 
be to supply such information which may 
serve as a guide and index to the lumber in- 












Ozan Lumber Co., operating Moore Cross-Circulation Kilns at 
Prescott (left) and Delight. Ark., plants. 


Ozan Pine is 100% Kiln-Dried in 
Moore Cross- Circulation Kilns 


“Arkansas Shortleaf—100% Kiln- 
Dried” is a selling point for Ozan 
Lumber Co. This quality lumber 
is quality seasoned in Moore 
Cross - Circulation Kilns at both 
Prescott and Delight, Ark., plants. 


It will pay you to investigate 
the advantages of the Moore 
Cross-Circulation System, which 
enables you to reduce drying cost, 
increase drying capacity, and im- 
prove quality of seasoning. 


Moore Cross - Circulation Kilns 
enable this company to produce 
high quality seasoned lumber at 
low cost, and make prompt de- 
livery to customers. 


More than 2000 Moore Cross- 
Circulation Kilns are now in suc- 
cessful operation. Have our expe- 
rienced dry kiln engineer call. No 
obligation, but write today. 





MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


If you are interested in kiln drying 
and would like to be placed on our 
mailing list, send us your name and 
the name of the firm with which you 
are connected. 





SA ok ae eee OS Bob «ane 


Moore Jy KILNS | 


fa Crore 
CROSS-CIRCULATION MSORE INTERNAL FAN SYSTEM 





> . 
Word 











68 


Tacoma, Wash. 


WEST COAST WOODS—Lack of cargo 
space appears to be the biggest single de- 
terrent to sales. Inquiries are coming 
through in excellent volume, and, where 
reasonably prompt deliveries can _ be 
assured, are being followed by orders. 
Inland buying also is on the upswing, 
with plenty of rail space available for de- 
liveries. Veneer, plywood, door and spe- 
cialty manufacturers report their markets 
active and their plants running at capac- 
ity. Mild weather is proving an excellent 
stimulus for local building, which has 
been materially increased by the residen- 
tial requirements of officers and men sta- 
tioned at nearby military establishments. 


Seattle, Wash. 


WEST COAST WOODS — RAIL — This 
market.continues strong. Middle West de- 
mand has not yet opened up. Mills have 
large order files for Defense lumber and 
are not eager for business. Hemlock 2x4- 
inch dimension is easier, 





INTERCOASTAIL-—Demand is strong and 
prices firm, but the shipping situation 
continues to get worse. More and more 
shippers are turning to rail. * 


CALIFORNIA—Ship space is becoming 
searcer but that available is able to han- 
dle the present demand. Stocks of unsold 
lumber on docks are growing, though de- 
mand is fairly good. Prices are firm. 


SHINGLES—This market shows some 
improvement. Stocks dropped last week. 
No. 1 perfections are still slightly over- 
sold, and so are No. 1 royals. No. 
XXXXX are available, but unsold stocks 
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San Francisco 


LUMBER CHARTERS—With space at a 
premium, lumber rates in the Australian 
trade, berth lines, reached a new high of 
$45. Chartering for this route has been 
very small in volume. Recent announce- 
ment of cessation of regular berth opera- 
tions in the Pacific Coast-South African 
trade after April brought liner rates on 
lumber to between $70 and $75, and char- 
ter rates even higher on an f.i.o. basis. 
Whatever tonnage is available for the 
South African run after April will have 
to come from the charter market, which 
is suffering from scarcity of ships and 
soaring rates. Unless tramp ships are 
obtainable, shippers are faced with resort- 
ing to transcontinental lines for overland 
movement to transshipment points on the 
Gulf and South Atlantic coasts. 

CONFERENCE RATES — The Pacific 
Lumber Carriers Association has filed 
application with the Interstate Commerce 
Commission to increase coastwise lumber 
rates 50 cents per one thousand feet, 
effective May 1. If approved, the increase 
will bring the rate to San Francisco from 
$7 to $7.50, and to Los Angeles, from $7.50 
to $8. Fifty-three steam schooners were 
operating during second week in April, 
forty-six coastwise and seven offshore, and 
fourteen were laid up. 

LUMBER RECEIPTS—Lumber receipts 
at San Francisco from interior points 
during March, 1941, totaled 10,700,000 feet, 





The new Moore "Cross- 
Circulation" kiln installed 
at the Moline, Ill. plant 
of the Strombeck-Becker 
Manufacturing Co., toy, 
handle, and wood prod- 
ucts manufacturer. Motor, 
drive and electric wiring 
for the kiln are located 
on the overhead pplat- 
form, and are thus easily 








accessible 
are smaller. No.2 XXXXX are still in con- compared with 9,640,000 feet in February, 
siderable surplus, while No. 3’s are in and 8,280,000 feet in March, 1940. Lumber 


normal supply. XXXXX show more 
strength, quotations running $2.85, $1.80 
and $1.45. Other prices are almost un- 
changed. 


LOGS—For the first time in a year and 
a half, hemlock has advanced; going from 
$13 to $13.50, owing to strong pulp de- 
mand and increasing use of hemlock lum- 
ber. A few mills paid $17 for select hem- 
lock. The fir market is also stronger. 
No. 1 fir brings $27-28 instead of $22-26, 
and* No. 2 sales range $18-20 instead of 
$17-19. No. 3’s are unchanged. Plywood 
mills have difficulty in getting clear logs. 
No. I peelers sell for $37-39, instead of 38, 
and No. 2’s bring $29-30 instead of $28-29. 
Cedar logs are unchanged; Shingle logs 
bring $15-17 and lumber logs $30-32. The 
latest inventory of logs for Puget Sound 
shows increases in all species, due to ex- 
ceptional March weather, which permitted 
early truck logging. 


handled over the piers of Oakland for 
February, 1941, totaled 16,343,287 feet, de- 
creasing slightly from the 17,283,370 feet 
recorded for the previous month, and 
increasing considerably over the 14,484,430 
feet of February, 1940. 


TERMINAL RATES—The Marine Ter- 
minal Association of Central California 
recently announced an additional 6% per- 
cent surcharge on all service, to follow a 
similar increase to cover labor costs inci- 
dent to ecar-loading and unloading as 
announced by the San Francisco Bay Car- 
loading Conference recently. 

BUILDING—Valuation of residential 
building permits issued in San Francisco 
during March, 1941, totaled $1,661,677, 
compared with $1,287,200 in February, and 


$1,377,670 in March, 1940. In _ southern 
California, private residential building 


activity increased sharply in March, in Los 
Angeles County, 4,180 units were author- 
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Market News from Na 


ized, 1,180 more than in February and 290 
more than in March a year ago, according 
to Security-First National Bank summary. 


REDWOOD—Demand and prices are re- 
ported strong. Shortages are general. 
Eastern yards are said not to be over- 
stocked. Tank and vat is in pretty good 
demand, with dry stocks scarce. 


DOUGLAS FIR—California demand is 
fairly good, with prices reasonably firm. 
Mills are reported low on dry dimension. 
Government demand is holding up fairly 
well, and orders for boatbuilding material, 
piling, heavy timbers and staging for new 
shipyards are heavy. 


CALIFORNIA PINES—Stocks of both 
Ponderosa and sugar pine are a little more 
plentiful, due to seasonal mills going into 
action, but they are not large. Nos. 3 
and 4 boards and shop continue scarce. 
New Government inquiry is not so active, 
but mills are conserving such items as 
may be in demand by the Government. 
Good weather permitted a number of sea- 
sonal mills to get into operation during 


- Portland, Ore. 


WEST COAST WOODS—Production in 
this area remains at a high level, but it is 
significant that at mid-month orders were 
below production for the first time since 
Defense building demand struck the mar- 
ket. Mills are very busy, in other words, 
filling orders on their books, but new 
business is slackening. 


INTERCOASTAL—The market .is a 
shade easier and prices a little softer, but 
the mills are booked far ahead. A large 
share of the demand is for yard items, but 
prices are steadier on heavy material for 
industrial use than on boards. Ship Space 
remains very scarce. 


RAIL—The market, which has’ been 
more active than normal for this time 
of year, has displayed a contra-seasonal 
slackening and prices are a little lower. 
Prices are weakest for mixed-car_ busi- 
ness. Peak of cantonment buying has 
passed, and home construction needs are 
being filled. 





OFFSHORE—Demand is confined mainly 
to Hawaiian business. Foreign trade is 
almost at the vanishing point. 


LOGS—The market is not quite so 
strong. Production remains high, and de- 
mand a little less keen. Labor discussions 
are now entering the picture. 


SHINGLES—The market is weak, as in- 
ventories are comparatively large, and de- 
mand is slow. Some observers here blame 
imports from Canada. 


Kansas City, Mo. 


SOUTHWESTERN MARKET—The out- 
look is very encouraging, with much 
Defense and _ private construction con- 
tracted for. Several points in the South- 
west have been designated as centers for 
Defense housing. In Kansas City, about 
2,500 new homes will be built in a 25-mile 
radius. Railroads have entered the market 
on a big scale. Prices were steady to easy, 
with shingles showing tthe only minor 
change. 


SOUTHERN 





PINE—The market has 
been slower. There was a good demand 
for boards. Mixed car shipments were 
larger and included fewer items. Small 
mills, especially those that had a little 
extra stock on hand, were willing to shave 
their prices but not big mills.- There is 
not a lot of dry lumber at mills or in 
yards. 


OAK FLOORING—The market was 
somewhat spotty, with considerable activ- 
ity in some sections, principally where 
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Defense housing is going ahead. There 
has been a heavy oversale of %- and %- 
inch, and 33 x 24-inch is well oversold, 
but not to the extent it was ninety days 
ago. Prices have shown little change. 
HARDWOODS—tThere has been a better 
demand for lower’ grades for crating. 
Inventories of dry hardwoods are lower 
than they have been in many years. Fur- 
niture factories are busy, and have already 
contracted for a great deal of lumber. 
SHINGLES—A recent 5 cent per square 
advance was the first in some time. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—The market 
continues to exhibit unusual strength, 
with buying heavy at fair prices. Sap gum 
is in greatest demand, FAS 4/4 selling at 
$55@57.50, mill for kiln dried, and about 
$50, mill, for air dried. No. 1 common is 
currently $40@41.50 for the kiln dried, 
and $35@36.50 for air dried. No. 1 com- 
mon plain white oak, air dried, at around 
$36, has been sold heavily. Flooring‘ oak, 
red and white mixed or red alone, has 
been selling at $37 for No. 1 Common; 
$33 for the No. 2; $26 for the 3-A, and 
$15 for the 3-B, alk inch stock. Prices for 
flooring oak west of the Mississippi have 
been firm. In Memphis, flooring manufac- 
turers have been coasting on accumulated 
stocks of rough flooring oak, and are mak- 
ing bids that are slightly lower than fig- 
ures given above. 

OAK FLOORING sales continue heavy, 
and are expected to be swelled still fur- 
ther as residentiat construction gets un- 
der way. Inventories are still low, with 
many popular items far oversold. As far 
as can be determined here, no new price 
list has been issued in several weeks, and 
flooring manufacturers are firm in de- 
manding figures quoted. 


Shreveport, La. 


SOUTHERN PINE—Mill stocks are still 
badly broken, and buyers are having’ more 
or less difficulty. Weakness in prices east 
of the river is keeping buyers from placing 
orders up to their full requirements. Mills 
here are not paying much attention to 
low offers being made by northern buyers, 
and are beginning to get their share of 
the northern business at mill quotations. 
Practically no items of common stock, 
except No. 3, boards, show weakness. 

SOUTHERN HARDWOODS—The market 
is steadily strengthening, the species show- 
ing the most marked tendency to advance 
being oak and gum, practically all grades. 
But nearly all items of the entire list are 
showing moderate advances. There are no 
items that are showing any weakness at 
this time. Export business has practically 
quit. The flooring factories are still buy- 
ing a good volume of stock, and demand 
is generally good all along the line. This 
area should have better weather from 
now on, but up to very recently the rains 
have been continuous and have kept the 
mills from logging in the low places. 


Houston, Tex. 


SOUTHERN PINE—The market is brisk, 
yards now doing considerable buying, but 
taking no more than immediate needs. 
Mill stocks are still badly broken, so it 
is difficult to purchase mixed cars. Weather 
is favorable for logging, and all mills are 
busy. Railroads continue heavy pur- 
chasers of car material, as well as timbers 
and ties. Government buying is not in 
as large volumes as heretofore, and is 
mostly at lower prices. There have been 
some large inquiries for export timbers. 
Prices remain firm, although some small 
mills make slight reductions. 

SOUTHERN HARDWOODS — The mar- 
ket continues firm, with mill stocks badly 
broken, and many items very scarce. 
Weather is excellent for logging and all 
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tion’s Lumber Centers 


mills are busy. Lumber prices are un- 
changed. Oak flooring stocks are low and 
prices are firm. 

SHINGLES AND LATH—Shingle de- 
mand continues to drag, with prices very 
low. Pine lath are rather weak, but there 
are very few in stock, and prices are $4.50 
for No. 2 and $5.25 for No. 1, mill. 


J e e 
Minneapolis, Minn. 

NORTHERN PINE—Gradually but 
steadily, demand is stepping up as warmer 
weather encourages retail yards to round 
out stocks. Some items are in rather 
short supply, but in about a month new 
production will be available. While prices 
are strengthening, there have been no ma- 
terial changes in quotations. 

NORTHERN WHITE CEDAR—Warmer 
weather has had a strengthening influence 
on the market. Inquiries are numerous, 
and many of them are followed by orders. 
Much material is being shipped by rail 
at present, the condition of country roads 
precluding the use of trucks. Both posts 
and poles are in fair call, with smaller 
sizes taking precedence. Prices are un- 
changed. 

MILLWORK—Both estimate work and 
actual orders are increasing, and some of 
the Mississippi Valley factories are speed- 
ing up production. Prices are firm. 


Birmingham, Ala. 


SOUTHERN PINE 3usiness looks bet- 
ter. Prices apparently have strengthened 
slightly. At present they are about $10 
under the peak reached some 60 days ago, 
but mills are expected to revise their price 
lists upward on May 1. Defense buying 
has opened up again and considerable sales 
are now being made to yards in the North 
and East, as residential construction gath- 
ers momentum. Production, although ham- 
pered by rain, is nevertheless heavy. More 
small mills are going into action. There 
is considerable wet lumber on mill yards. 


Chicago and Suburbs 
Actively Building Homes 

A gain of over two million dollars in 
March in comparison with that month of 
1940, is shown in new building in Chicago 
city and 84 suburban towns, gain in Chicago 
accounting for over $400,000 of the increase, 
and the suburban for over $1,600,000, accord- 
ing to report of Bell Savings & Loan Asso- 
ciation. New building of all types in Chi- 
cago amounted to $3,422,957, an increase of 
14 percent, and suburban totaled $5,199,845, 
a gain of 46 percent, over March, 1940. In 
the first quarter city building increased 38 
percent; suburban, 54 percent over 1940. 
Chicago in the first three months issued 
permits for 745 homes, estimated value, $3,- 
915,580, compared with last year’s 536 
homes, value, $2,777,748; gains being 39 
percent in number, and 41 percent in value. 
The suburban region reported 1,350 homes, 
value, $9,308,314, compared with 833, value, 
$5,530,002, showing gains of 63 percent in 
number and 68 percent in value. Yet 1940, 
as a year of home building activity, greatly 
exceeded all other years in records of this 
survey. Average cost in Chicago in 1940 
was $5,337; in March of 1941 it went down 
to $4,997; suburban 1940 average was 
$6,392; and in March this year, $6,808. 
March suburban alterations, repairs and 
modernization totaled $378,809, compared 
with $287,175 in March of 1940, 
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The Lumber Leader 
that Builds Trade 
for Dealers 


Cut from virgin timber, 


manufactured in a mod- ty 
em mill by men who bell 
know their long leaf, ag 
this is the lumber that gy i 
lasts, wears and serves. ' 
Strong of fiber, time-de- A? 


fying, it makes good on 
all structural work. It € 
will pay you to push it. Pi 


Wier Long Leaf Lumber Co. 


Houston, Texas ih 
Mills: Wiergate, Texas Ag 


Ck 


Cypress, West Coast Prod- 
ucts, Treated Items, Hard- 
wood Flooring, Cedar Closet 
Lining, Plywood. Grain 
Doors, Veneers, Shingles. 
Serving dealers since 1893. 
Write today. 


W. T. Ferguson Lumber Co. 


St. Louis, Mo. 








W.T.SMITH LUMBER C0. 


YELLOW PINE & HARDWOODS 
Chapman ; v PANE Vesebest| 





BOOKS—B00 KS—BOOKS$—Here’s the place 
to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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THE BUSINESS RECORD 








Business Changes 


ALABAMA, Birmingham—Laumer-Griffith Lum- 
ber Co., Ine., changed name to Griffith-Coker 
Lumber Co., Inc. 

ARIZONA. 
Lumber Co, 
Lumber Co. 

CALIFORNIA. Orange—Clement Lumber Co. 
has been sold to Frank Curran Lumber Co. 

COLORADO. Brighton—Brighton Lumber Co., 
Inec., succeeded by Foster Lumber Co. 

Pueblo—Ashley Lumber & Mercantile Co. suc- 
ceeded by Ladd Lumber & Mercantile Co. 

GEORGIA. Statesboro—L. S. & J. B. 
son succeeded by L. S. Anderson. 

ILLINOIS. Myrtle (P. O. at E 


Casa Grande—J. D. 
local yard succeeded by 


Halstead 
O’ Malley 


Ander- 


gan)—Myrtle 











Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








GILBERT NELSON & CO. 


Public Accountants 


332 S$. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 











Richard Shipping Corp. 


Established 1847 
44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 








Fir and Yellow Pine pickets 


woven with heavily galvanized 
wire. Painted white or green. 
Very popular for yard and gar- 
den. Write today for circular 
and prices. 


ILLINOIS WIRE & MFG. CO. 
Joliet, Winois 
& Lufkin, Tex. 














“BLOW-RITE” 
SLOW SPEED FANS 


With Dodge-Timken Roller Bearings 
Built For the Man Who 
is Tired Of Fan Trouble! 


JACKSONVILLE BLOW PIPE COMPANY 


P. 0. Box 862 JACKSONVILLE, FLA. 








Lumber Yard succeeded by Myrtle Lumber & 
Fuel Yard. 

KANSAS. Canton—Co-operative Lumber Co. 
succeeded by Canton Lumber Co., Inc. 

Salina—E. L. Larson Lumber & Coal Co. suc- 
ceeded by Larson-Nickelson Lumber Co. 

MASSACHUSETTS. Northampton — Cookman 
Lumber Co. sold by “George T. Cookman to his 
son, Rollin I, Cookman. 

MICHIGAN. Detroit 
ber Co. succeeded by 
Eaton Avenue. 

New Boston—G. H. 
Meisner & Fair. 

MINNESOTA. Browns Valley— Yaeger & 
Preston sold to Lampert Lumber Co. here. 








Seibert & Wells Lum- 
Ernest J. Wells, 12800 


Meisner succeeded by 


Minneapolis—P. H. Betzer Lumber Co. suc- 
ceeded by Betzer & Gore. 
MISSISSIPPI. Monticello— Atwood Lumber 


Co. succeeded by Bush Bros. Lumber Co. 
Yazoo City—T. B. Grantham Lumber Co. sold 
to Tom Hendrix Lumber Yard. 
MISSOURI. Amity—Riggs Lumber Yard suc- 
ceeded by J. L. Brown Lumber Co. 
Bonnots Mill—Koetting Lumber Yard 
ceeded by Bonnots Mill Lumber Yard. 


NEBRASKA. Bridgeport—Carr & Neff Lum- 
ber Co. succeeded by K. L. Neff Lumber Co. 


NEW JERSEY Hoffman 
succeeded by Califon Lumber Co., Inc. 


NEW MEXICO. Alamogordo—The_ Breece 
sawmill in Alamogordo has been sold to the 
Prestridge-Seligman Lumber Co. of Grants, N. 
Mex., together with timber holdings in the 
Sacramento Mountains. The mill will be oper- 
ated under the trade name of the M. R. Prest- 
ridge Lumber Co. The sale of this sawmill does 
not in any way affect the rest of the Breece 


suc- 


Califon—Isaac H. 


operations. 

NEW YORK. Buffalo—Laumer-Griffith Lum- 
ber Co., Ine., 229 Crosby Avenue (Kenmore), 
changed name to Griffith-Coker Lumber Co., 
Inc. 


Catskill—Catskill Hardware & Lumber Co. 
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OREGON. Medford—R. O. Stephenson Lum- 
ber Co., Court Street and McAndrews Road, has 
opened a building materials business. 





TEXAS. Madisonville — Wells Lumber Co., 
located on Highway 90, has been opened by 
J. E. Wells. 

Muenster—Henry Luke has opened a lumber 


yard here. 

WASHINGTON. Seattle—United States Lum- 
ber Co. opened a general wholesale business of 
North Pacific Coast lumber products at 803 
White Building; C. I. Courtney is at the head 
of the organization. 


WEST VIRGINIA. Pineville—Logan Planing 
Mill Co. will open a building supply business 
here. 





Incorporations 


CALIFORNIA. Los Angeles—Myrtle Creek 
Lumber Corp.; $25,000. Directors are Arthur 
Kramer, Mare de Bruin and I. Bell 


MICHIGAN. Detroit—2J. 
Co., 11690 Cloverdale. 


OHIO. Dayton—The Pre-cut Lumber Co., 441 
Carlisle Avenue; $25,000. To produce pre-fabri- 
cated building materials. 

WASHINGTON. Aberdeen—National Lumber 


& Manufacturing Co.; $50,000. Will make sliced 
wood products. 


WEST VIRGINIA. 
Lumber & Supply Co.; 


F. Creith Lumber 


Point Pleasant—Carolina 
$25,000. Incorporated by 


D. C. Thompson, W. D. Thompson and B. C. 
Emerson, all of Huntington. 
iJ 
Casualties 


ARKANSAS. Little Rock—Mechanics Lumber 
Co. suffered loss by fire, estimated at $15,000; 
insured. 


GEORGIA. Atlanta—Baxter Lumber Co., 46 
Brookwood Drive, destroyed by fire, with loss 
estimated at $30,000. Approximately 30,000 feet 
of rough lumber, stacked in the yard, were 
saved. 


NEW JERSEY. Haddonfield—Willetts Coal & 





Duplex houses being 
built two miles from 
Bremerton, Wash. 
under the United 
States Housing Au- 
thority for Navy yard 
workers. Wood shin- 
gles are being used 
both for roofing and 
siding. The 242 dwell- 
ing units under con- 
struction there will use 
some seven to eight 
thousand squares of 
shingles 








changed name to Catskill Building Supply Corp. 

North Tonawanda—Bennett Homes & Lumber 
Co., Inc., succeeded by Bennett Lumber Corp. 

OREGON. Medford—Woods Lumber Co. 
ceeded by Crater Lake Lumber Co. 

Port Orford—Trans-Pacific Lumber Co. 
ceeded by Port Orford Lumber Co. 

PENNSYLVANIA. Philadelphia— Gibson & 
Henvis, Richmond and Norris Streets, succeeded 
by Robert L. Gibson. 

TEXAS. El Paso—American Supply & Salv- 
age Co., Inc., succeeded by El Paso Lumber 
Co., Ine. 

Lubbock—J. B. 
& Adams. 

WASHINGTON. 
Inc., succeeded by 
Inc. 


suc- 


suc- 


Bechtol succeeded by Bechtol 





Wagner & Son, 
Twisp-Wagner Lumber Co., 


New Ventures 


CALIFORNIA. Burbank—Glick Bros. Lum- 
ber Co. of Los Angeles will open a new lumber 
and building materials yard at Victory and 
Burbank boulevards in Burbank. 

Long Beach—CcC. O. D. Lumber Co. is the firm 
name under which Albert F. Hauser has ob- 
tained a certificate to conduct business at 1785 
Stanley Avenue. 

Soquel Lumber Co., featuring a com- 
plete line of building supplies, will open here. 

NEW JERSEY. Newark—Millbrook Lumber 
Co., 526 Sandford Avenue, recently began whole- 
sale lumber business. 





Lumber Yards at Euclid Avenue and the Penns- 
sylvania Railroad had lumber worth $10,000 
destroyed by fire. 


OKLAHOMA. Bartlesville—Baughman Lum- 
ber Co. had south section of yard destroyed by 
fire, with unofficial estimates of loss between 
$10,000 and $15,000, covered by insurance. No 
interruption in business. 


PENNSYLVANIA. Titusville—Fisher & Young 
Lumber Co. suffered loss of $10,000 from a fire 
in its storage shed. 


New Mills and Equipment 


CALIFORNIA. Quincy—Bridgewater & Bar- 
rington, a new firm, will soon begin operation 
of its new mill. 


NORTH CAROLINA. Wilmington — Bryant 
Lumber Co. is erecting a sawmill and lumber 
plant, including dry kiln and planing mill, at 
a cost of $30,000. 


OREGON. Carlton—The Carlton Manufactur- 
ing Co.’s new $25,000 sawmill, replacing the 
plant destroyed by fire last May, expected to 
start operations the first of the month. 

Grants Pass—Marble Mountain Lumber Co. 
expected to begin operations on April 1. 

Sandy—Cedar Creek Lumber Co. planned to 
start operating its new sawmill the beginning 
of April, cutting 25,000 feet a day. 


PENNSYLVANIA. Washington—A small 
modern sawmill has been erected here by John 
Martin. 
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East and west side mills have reported the following average f. o. b. mill sales prices on 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La. for sales made 
in the period of Apr. 7-11, but where prices for this period were not available, prices for the 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


month to date have been inserted and starred (*) 


West East 











West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring Standard Ceiling Standard No. 2 Shiplap and No. 2 Dimension 
1x3 — Lengths Boards, Std. Lgth. |9x4 
B&better 61.63 54 x4— i 26.19 26.27]12 & 14 28.76 23.95 
Cc *" 510 Bé&better.. 39.45 42.07]1x6 ...... SOS SSE.BTG ccvcscces 31.47 28.73 
Set ge or pelg 5 40.45 OC ..ccossce 40:67 SE.OG0IES ...-0. S438 SEPT & 20... S20t Fie 
1x3 fiat" _ PORES 26.16 25.04]1x10 ..... 31.54 29.19)22 & 24...*39.00 .... 
erain— i | peeon 36.71 30.69|ox6 
B&better.. 50.35 48.50 Surfaced Finish No. 3 Shiplap ana |!12 & 14. 28.18 26.32 
C seeeeees rar hae Standard Lengths Boards, Standard + meen ep: 8 44 
ix4 ‘ritt— B&better Lengths bhatt 32.57 30.83 
B&better.. 64.41 65.00 Inch thick— i éReh' & 21.71 18.65)99 @& 24, = 85.25 
| pprieneeied 55.25 56.00/4 ......... 67.00 60.00 *Si8 SiS 25.65 24.37)2x8 
| Behontege 39.75 39.7515 ......... 66.25 64.00], S1B/G4S. 20.85 2eei112 & 14... 30.00 27.68 
1x4 flat earner etereuncs 65.93 54.11 x8 wa 2: . ape 30.25 28.01 
gsrain— ss “sSYFB Le eee 65.67 59.39 1x10 coecece 3652 23,68[18 & 20... 32.88 29.73 
Bé&better.. 49.78 49.40]1x10 ..... 69.87 67.43 1x12 0..." 26.06 24.31)22 & 24... 38.38 *32.75 
Shares 46.94 @5ABTIS 6000.00 9.68 s80.9g*"* <---* . ol ox10 
DP cceweees 33.07 34.29 Sat/s thicle— = ais Jambs 12 & 14. 32.45 28.47 
, 6, 8... 5.56 .... ~ | serene t : 
Mn Matehod onde ..... 85.14 81.50/14, 1% & 18 & 20:.: 33:31 30:87 
Flooring, 2 to 8-foot [12 ........ 102.62 92.54 ae 88.75 *73.001 9x12 
1x3 rift— — on 5gx4-8 . 67.45 63.08112 & 14. 31.54 30.56 
B&better.. 55. #55. = eae J , 
tule, eles ne as errr le ;...... 34.08 21.00 
grain— DS ccvwevces 52.20 48.0639 @ 14 33.01 29.97/29 ceases 39.06 *33.88 
m@botter.. 41.27 20-0018 2 .:.-:-- SS8S S1-ens ......-. S278 SRag | See: SES --: 
tteeeeee 39. : x . 00178 20... 35.73 33.50 
od ‘saee:° SE.26 SE.GGELS oc 0580 71.72 68.44]}99 ; 24...*48.25 *38.50 nn & Under, 
B&better.. 52.69 2x6 Shortleaf— 
 lpheesnen * 48.05 Rough Finish, 12 & 14. 31.29 29.68]3x4&4x4... 37.62 33.46 
RD. ccccce, SoS os Standard Lengths mE weeseaie 32.63 31.4514x6—8x8.. 29.87 27.53 
1x4 flat B&better— 18 .....-. 35.59 33.00/3&4x10 ... 39.00 .... 
grain— eee 35.75 33.7515x10-10x10 40.00 32.00 
B&better.. 38.62 ....}1X4/8 ...-*64.54 .]22 & 24 40.50 *38.5015x12/12x12 47.00 37.00 
SF ccna 37.66 35.20)1%5&10 .. .°66.00 2x8 
De ckdsnoas 24.94 *27.95|1x12 ..... 85.50 12 & 14... 31.33 30.02] No. % Dimension, 
- = thick— . 44 canaie-ersre s. 31.86 Random Lengths 
Drop Siding, Stand- MP ease oes | merarercnrera sigan = 
ard Lengths, 1x6” eons: 33.55 *33.50]2X4 ------ 22.92 19.67 
22 & 24 *24 00 a 21.41 19.92 
No. 117— Casing and Base 2x10 ae 7 a, 21.51 18.00 
B&better.. 40.00 40.00 Standard Lengths 3 1.58 37.27 2x10 22.50 21.00 
 veuarees 41.25 42.00| Be better— re 41.58 37.27)ox12 ..... 26.50 .... 
| Fetes: 34.42 36.25 14 ...eeee 41.63 37.03 
No. 116-— i: Meer 74.26 G66.39116 ....... 40.62 36.91 Car Siding, 13/16” 
B&better.. 48.5 1x6&8 .... 74.40 66.62]18 & 20... 42.67 39.00/B&btr.&Sel.— 
Qn. £7791 #49.89]1x5&10 ... 73.25 74.38]22 & 24... 57.00 45.00]1x4, 9..... *54.50 .... 
aaa: 36.00 37.89 2x12 1x4, 10.....°51.84 62:75 
No. 2 .... 33.25 30.70 2 @& 14... $4.78 *SS.1S0ie6, 10.... ...< FOF 
No. 3 ....*28.25 25.72 No. 1 Fencing & | eee 44.58 *39.25| Common— 
Assorted patterns Boards BE cocoa ocoes 47.00 *39.25]1x4, 10.... 35.00 
B&better.. 47.25 49.95] Standard Lengths /20 ....... ‘ eee 
eS sascven *50.00 40.00]1x4....... 42.1 12.422 & 24 BU.50 os. Plaster Lath 
eRe: 39.90 33.00]1x6 ....... 45.39 41.00 . Kiln Dried 
No. 1 eer | peppene: 47.69 47.00] Car Lining, 13/16 36x1%”, 4’ 
No. 2 .... 32.00 30.50)1x5&10 46.96 ....|/B&btr.&Sel.— MNO. 2 iscsce B99 5.00 
No. 3 26.00 24.0601x12 ..... 54.15 SEM, TEicee orcs MORSE MO. 3 .... $36 
Seattle, Wash., April 11.—Average prices Seattle, Wash., April 11.—Average prices 
A . of logs are as follows: 
on red cedar shingles, f.o.b. mills, are: Fir No. 1, $27-28; No. 2, $18-20: No. 3, 
Royals: $13-14; Peelers, No. 1, $37-39; No. 2, $29-30. 
EE  dcacereia <lers-ewiam were sing wa eine $3.75-$3.80 Cedar Shingle logs, $15-17; lumber logs, 
WO GRE oo wc kSsntimic edness Decca we ene eee 2.25 $30-32. 
ET arene to wi woe a oer 6-0ailp wate wuemal el oratereis 1.60 Hemlock: No. 2&3, $13.50. 
rerteeuione $2.95 
1-18” REE rr ar ae err ee rn ert Nr 4 
i abhi hee emneemenernema 2.15 WESTERN RED CEDAR 
BON ME 6656S 0 0 0 ew are ewe cleieniss Haeees 1.50 
XXXXX: Seattle, Wash., April 11.—Prices for red 
Be I ooo yas role onesies avo sino ane siwlatcter ene $2.80 | cedar siding in mixed cars, new bundling, 
WN oc voc S re 0:04 ecb 615 a\biarorsiwrai bia aarp 'sfalere 1.80 | 8 to 18 foot, f.o.b. mills, remain as quoted in 
an ic caeicraracaiewicre vee cine eeleers 1.40 | issue of Dec. 14.—EDITOR. 
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DOUGLAS FIR 


Seattle, Wash., April 11.—Current quota- 
tions f.o.b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 


Bé&btr. Cc D 

TEE Gi sianexauactoune $46.00 $40.00 $33.00 

Flat Grain Flooring 
ee ceewswes $36.00 $35.00 $31.00 
DE W10666 5-665 e eae 42.00 41.00 32.00 

Drop Siding 
1x6 Pat. No. 106....$41.00 $40.00 $31.00 
ize Pat. No. 116.... 41.00 40.00 31.00 
Ceiling 

5gx4 caweewesweles $33.00 $31.00 $22.00 
TE. aw<cess re eer - 35.00 34.00 26.00 

Boards and Shiplap 

1 1x8 1x10 1x12 
No. 1 $28.00 $28.00 $28.00 $30.00 
No. 2 25.00 25.00 25.00 25.00 
No. 3 17.00 17.00 17.00 17.00 

No. 1 Dimension 
12 14 16 18 20 

eee $26.50 $26.50 $27.50 $27.50 $27.50 
ae 26.50 26.50 27.00 27.00 27.00 
ee 26.50 26.50 26.50 26.50 26.50 
oo) 27.50 27.50 28.00 28.00 28.00 
BG ws<6sen-a 28.50 28.50 29.50 29.50 29.50 


No. 1 Rough and/or Surfaced Timbers 
4x4 to 4x12-inech planks 20 feet and 


de, aa err see $24.00 
T2K1S BO Te. GRE BROTCOE 66 000000008000 22.50 
DSELS Ze CO OO TAGE ik 66iiiesincaceseacce 24.50 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.0.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 
1$x2%" 42x1%” %x2” %xl1%” 
Clr. qtd. wht....$90.00 $72.00 $70.00 $66.00 
Clr. qtd. red... 80.00 65.00 65.00 65.00 
Sel. qtd. wht.... 72.00 58.00 54.00 52.00 
Sel. qtd. red... 72.00 60.00 55.00 55.00 
Cir. pin. Wat... T3800 58.00 54.00 46.00 
Cir. pin. red.... 73.00 59.00 53.00 47.00 
Sel. pln. wht.... 70.00 56.00 43.00 44.00 
Sel. pln. red.... 70.00 58.00 45.00 44.00 
No. 1 com. wht.. 64.00 51.00 40.00 40.00 
No. 1 com. red 64.00 51.00 40.00 40.00 
No. eee 5.00 38.00 35.00 32.00 
W%yx2” %xl%” x2” 
2) an a ee $78.00 $75.00 ene 
a Se ee 75.00 73.00 Kean 
Ot. WEE. Wee siccccscews 63.00 60.00 ite 
ae Se ee 63.00 60.00 — 
2 SS eS 66.00 62.00 $65.00 
oe ee er 65.00 61.00 62.00 
SOL. DI WE 6 vc ccccessc 58.00 54.00 60.00 
ee eS 60.00 54.00 60.00 
Se Sa 57.00 52.00 52.00 
DOG: 2) ORS WO s ok.0 is F080% 57.00 52.00 52.00 
No. re 39.00 34.0 aes 


New York delivered prices may be obtained 
by adding to the following differentials fig- 


ured on Johnson City origin: For }#-inch 
stock, $8; for %-inch, $4; for %- and *- 
inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For }i- 
inch stock, $6; for %-inch, $3; for %- and 
fs-inch, $3.60. 





WESTERN PINES 


Following delivered prices, based on past sales, were reported to the Western Pine Association by members during the period March 31 to 
April 5, inclusive. Both direct and wholesale sales are included and are based on specified items only. Two districts are given, one being the 
State of Illinois, outside of the Chicago metropolitan district, and the other the State of Pennsylvania. Quotations follow: 





——lllinois * « 
PONDEROSA PINE 


Selects S2 or 4S— 


1x8 5/4RW 6/4RW 
cS Tee. sveees $73.90 aie wire 
a 58.96 61.84 60.75 
Shop, S2S— No.1 No. 2 
er ee $55.25 $46.25 
so aieccqcaral aie wmanere sae te 56.75 Aerie 
Commons, S2 or 4S— No. 2 No. 3 
Serer $47.20 $42.01 
GN arcataiaaw < oie si 48.09 41.48 
No. @€ 4/4 BWR ..00<. ote 33.40 
LARCH-DOUGLAS 


FIR 
Dimension, No. 1, 2x4, 16 ft. 


Dimension Woe. 1,. TEE, 16 Bos ccc ccc scosese 


$76.40 


Pennsylvania———, 


1x8 5/4RW 6/4RW 
$83.58 $83.88 


61.00 69.00 65.27 


No. 1 No. 2 
$56.00 §$.... 
No.2 No.3 
$48.65 $42.52 
49.58 41.89 
em 35.25 
Saieemess 40.25 








r Illinois a a Pennsylvania———_, 
IDAHO WHITE PINE 
Selects, S2 or 4S— 1x8 6/4 RW 1x 6/4 RW 
Cholee 6C)} Tis: ....00«< $90.75 $80.25 $97.67 
Quality €D) Bis...<% 57.85 Pe ee: 61.16 Fes 
Colo- Ster- Stand- Colo- Ster- Stand- 
nial ling ard nial ling ard 
No. 1 No. 2 No. 3 No. 1 No. 2 No. 3 
Common S82 or 4S— 
C2 ae tines $53.95 $47.25 Be ekets $54.52 $48.63 
Sete Te 24% ee nee 98.00 eect 48.10 
SUGAR PINE 
Shop, S2S— No. 1 No. 2 No. 3 No.1 No. 2 No. 3 
ri peewee $.. NE OD stws ae $50.50 Oise 


eee eee eee 


49.50 
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Current Market Review 


S0ookings of softwood mills in the two 
weeks ended April 5 were 20 percent 
above last year’s, and were 5 and 10 per- 
cent respectively above current shipments 
and production; so that there was a fur- 
ther increase in order files of large mills, 
and a further depletion of their stocks, 
their unfilled orders on above date cover- 
ing 38 percent of the gross stocks. The 
trade seems agreed that the bulk of cur- 
rent demand arises, directly or indirectly, 
from Defense activities. The Government 
is buying large amounts for military uses, 
Defense plants and housing; and holders 
of Government contracts are heavily in 


MAPLE FLOORING 


Northern maple flooring qlte poner, the 
a. ° 





emptied average prices realized f.o.b. or- 
ing mi basis, uring the week ending 
April 12: 

First Second Third 
MEU. cavaesensmede $74.26 $70.46 $55.84 








FOR 
TODAY’S BUILDINGS... 


- «+ there is no flooring more pleasing or 
practical than Northern Hard Maple. Year 
after year of service has proven Maple's 
abrasion-free, long life—yet it promotes 
comfort, health, and worker efficiency in a 
truly 1941 manner. And Maple's natural 
beauty now has more modern versatility 
than ever—with penetrating-seal or color 
finishes and selected grades—in strips or 


blocks. 


Every month the Maple Flooring Manufac- 
turers Association points out in national 
advertising the advantages of using Maple. 
There's good business ahead for dealers 
who stock MFMA Hard Maple—(grading 
supervised and guaranteed by the Associa- 
tion). Write for grading rules and infor- 
mation on finishes—natural or color. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago, Illinois 








Floor wath 


MFMA Maple 


(NORTHERN 





HARD) 


The Longest-Wearing Comfortable Floor 


the market, with the railroads also in- 
creasing their purchases. Some lumber 
is being sold the Government, reports in- 
dicate, at prices that may not meet cost 
of production ; the last index figure issued 
by the Labor Statistics Bureau shows a 
slight further decline in the industry aver- 
age. The undertaking of such a large 
home construction program by the Gov- 
ernment leaves many retailers in doubt 
as to where they stand, but those in De- 
fense areas find much to encourage them 
in the liberal provisions of Title VI. 
Building prospects throughout the coun- 
try are considered excellent, but opera- 
tions have not yet opened up in such a 
Way as to cause much drain on yard 
stocks. Some distributors are a little 
afraid that Government action may cause 
a further easing off in prices. Current 
reports indicate, however, that while their 
movement is still mixed, they have a 
strong undertone, and that declines are 
much less probable than moderate ad- 
vances. The Government’s own index 
shows that it should mark up prices on 
sales of Northeast “hurricane” pine. The 
Atlantic coast and California markets 
seem adequately supplied, partly by rail 
and truck, despite the increasing shortage 
of ship space, and both are reported 
steady. The middle West, Southwest and 
South find trade picking up and are be- 
ginning to make more calls on the mills. 

Hardwood bookings in the two weeks 
ended April 5 were below shipments, but 
considerably above production. The vol- 
ume of sales is partly at least accounted 
for by the facts that mill stocks on above 
date were about 17 percent lower than 
on the corresponding date last year, and 
that a good proportion of present stocks 
is not in shipping-dry condition. Furni- 
ture and flooring factories find business 
improving and are buying in good vol- 
ume, and there is an increasing call for 
crating material. Quotations are quite 
firm, and the hardwood market has a 
strong undertone. 





Northern California Building 


Heavy and Increasing 


San Francisco, Cauir., April 12.—Home 
building hit an all-time high in northern 
California during the first quarter of this 
year, despite unprecedented storms and flood 
conditions in many areas, according to mort- 
gages accepted for insurance by the district 
office of the Federal Housing Administra- 
tion. 

Mortgages accepted on newly-built homes 
were said to have registered a gain of 24 
percent over the first three months last year, 
and a jump of 82 percent over the first quar- 
ter of 1939. 

Predictions that residential construction 
will maintain its present record-making 
pace are based on the fact that more appli- 
cations for mortgage insurance on homes to 
be built under FHA inspection were re- 
ceived during March than in any month 
since the district office was opened in 1934. 
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SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
— sales made during the week ended 

pril 14: 





Quartered Red Gum Mixed Oak 
FAS— Sound Wormy— 
he “- oe EFS issaes 26.00 @ 27.00 
0. 1 el.— 
r Plain Poplar 
2 eee 51.00 Saps & Selects— : 
Plain Red Oak oe ere 54.25 
F No. 2-A Com.— 
2a 87.00@92.00 | 4/4 ...... 34.00 
5 mye 94 
4 } Beech 
No. 1 & Sel.— 
2 AS FAS— 
GFl es2002 39.00 @ 42.00 nen 49.25 
rtd. Sap Gum No. 1 & Sel.— 
FAS ” re <auees 9.25 
yr sis ps elas aa Cottonwood 
1) paar eit. 98.75 
a 1 & Sel.— 7.00 | No. 2 Com.-- oe 
tee 47.75@49.00 | 4/4 --+++: 25.50 
Willow 
Plain Sap Gum aad 
No. 1 & Sel— rire & Sel. ~— 
, Sees . 0¢ 37.75 i is = 
re 2aieems 38.50@ 39.50 Magnolia 
ok ere 40.50@42.00 | No. 1 & Sel.— 
No. 3 Com. PF sssane 46.00 
OPO succes 21.75 @22.00 - 
k ecan 
ee White Oa No. 1 & Better 
- 95.00 ore sse%s0 62.00 
No. 1 & Sel.— i Cypress 
peewee 65.00 | pag— 

Plain White Oak eer 84.00 
FAS— i. ewe 113.50 
Ore <+caen 71.00 Selects— 

No. 1 & Sel.— 2 See 50.00 
eee 36.25 os eeeeral 65.00 
Beane 44.50 | Shop— fs 
Steck event 50.00 4/4 ......32.00@35.00 
on : 3 Eat 49.00 
Plain Red Oak “7, ee 50.00 
FAS— oe No. 2 Com.— 
ee: odin sie 43.00 @52.00 i res 27.00 
Ore nkeces 64.00 @ 65.00 a 
Oe 6 skeet €8.00 Mixed Softwoods 
No. 1 & Sel.— No. 1 Com. 
eer ST.00 1 4/4 cccces 13.00 





NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 


No. 1 ee 2 z. 3 
rown Ash— FAS Sel. Com. om. om. 
wiz) age eee $70.00 $60.00 $45.00 $34.00 $24.00 
Ee cawwemee 75.00 65.00 50.00 39.00 25.00 
Oe icanuarnnee 80.00 70.00 55.00 41.00 25.00 
Be ac aucsicws 85.00 75.00 58.00 44.00 26.00 
No.1 No.2 _ 3 
swood— FAS Sel. Com. Com. om. 
wer sy aie starae $78.00 $68.00 $46.00 $34.00 $25.00 
WR Sacer meters 83.00 73.00 51.00 38.00 25.00 
ee case saiecae 86.00 76.00 54.00 39.00 27.00 
ee 93.00 83.00 64.00 40.00 27.00 
| 7, eee See 98.00 88.00 71.00 49.00 ... 
BPG: xb-tecawere 103.00 93.00 76.00 54.00... 
Oe jccemnacmera 70.00 60.00 39.00 30.00 .. 
No. 1 te 2 =. 3 
ard Maple— FAS Sel. Com. om. om. 
wz we = . «$82.00 $67.00 $51.00 $38.00 $21.00 
4 87.00 72.00 56.00 41.00 22.00 
6 eer 90.00 75.00 -61.00 42.00 23.00 
ST, ere 97.00 82.00 66.00 42.00 23.00 
Sees 97.00 82.00 66.00 43.00 23.00 
Je ere 107.00 92.00 74.00 48.00... 
oS eee 07.00 92.00 76.00 48.00. ... 
CT: 127.00 112.00 88.00 51.00 
cS rer 127.00 112.00 88.00 51.00 
| eee er 167.00 152.00 128.00 .... ated 
No. 1 : ee 2 ze. 3 
oft Elm— FAS Com. & Sel. Com. om. 
Sold pioeraraceinene $56.00 $46.00 $35.00 $25.00 
= Sees 59.00 49.00 36.00 25.00 
ere 59.00 49.00 37.00 26.00 
_ ee 62.00 52.00 38.00 26.00 
eer 65.00 55.00 40.00 es 
3 re 70.00 60.00 45.00 ne: 
No. 1 sn 2 = 3 
ock Elm— FAS Corin. om om. 
ry Sie a ware aon 53.00 $35.00 $23.00 $21.00 
| ee eee 0.00 42.00 25.00 23.00 
Se 70.00 50.00 27.00 23.00 
ee 73.00 58.00 32.00 26.00 
OS ern 83.00 68.00 44.00 29.00 
oo eee 93.00 78.00 49.00 31.00 
No. 1 2 Zz 3 
irch— FAS Sel. Com. om. om. 
ay aaloleqcaa $100.00 $82.00 $56.00 $36.00 $23.00 
>. ere 105.00 87.00 64.00 44.00 23.00 
Er 107.00 89.00 70.00 50.00 24.00 
2 eee 109.00 97.00 80.00 55.00 24.00 
| y rr 111.00 101.00 82.00 56.00. .... 
>, eee 113.00 103.00 87.00 61.00 3 
a 164.00 154.00 127.00 .... ws 
eee 84.00 70.00 51.00 34.00... 
ere 87.50 73.50 55.50 36.50 .. 
No. 1 . _ 2 =? 
aple— FAS Com. & Sel. Com. oO 
se = = Soe $67.50 $47.50 $33.00 $23.50 
8 72.50 52.50 37.00 23.50 
rer 80.50 57.50 40.00 24.50 
BPG. owecce ede 87.50 62.50 43.00 24.50 





0 
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OBITUARY RECORD 








HOLGER A. KOPPEL, 70, former lum- 
ber exporter at Baltimore, Md., died of a 
heart attack April 10. He had ceased his 
business activity shortly before the be- 
ginning of the European conflict. Mr. 
Koppel was affiliated with Stirling & 
West, lumber exporters, until its disso- 
lution, when he started his own business. 
He had been appointed Danish vice-con- 
sul and later consul, and also represented 
Sweden as vice-consul. He was a distin- 
guished linguist. His wife died last Sep- 
tember. 


S. J. HAGG, 71, proprietor of the Sioux 
Lumber Co., McLaughlin, S. D., died re- 
cently in a Minneapolis hospital after a 
week’s illness following a_ paralytic 
stroke. He had engaged in the lumber 
business at Flandreau, S. D., and Linton. 
N. D. and at one time owned a line of 
seven yards. Mr. Hage served seven ses- 
sions in each of the legislative houses of 
South Dakota and was a former mayor 
of McLaughlin. His widow and two 
daughters survive. 


JOHN H. DOUTY, 61, founder and presi- 
dent of the Bryan Handle Co., Bryan, 
Ohio, died March 25 after a long illness. 
Mr. Douty was a full fledged sawyer when 
18 years old. At 23 he operated a large 
sawmill at Hoxey, Ark., and later served 
as manager, secretary and treasurer of 
the Napoleon Lumber & Handle Co., Na- 
poleon, Ohio. He was active in church 
work and eminent in the activities of a 
fraternal organization. His widow sur- 
vives. 


LOUIS R. ANDERSON, 78, for many 
years general manager, secretary-treas- 
urer and vice president of the John Week 
Lumber Co., until it dissolved in 1937, died 
at a Stevens Point, Wis. hospital follow- 
ing a lengthy illness. In recent years he 
had been representing the company in 
closing out its business affairs. He had 
been active in civic, business and political 
affairs. His widow and three children 
survive. 


CHARLES HOWARD BURNSIDE, 69, 
retired professor of Mechanics and Phys- 
ics at Columbia University, and brother 
of Ralph H. Burnside, vice-president of 
the Hawkeye Lumber Co., Oskaloosa, 
Iowa, died March 20 at his home in Pali- 
sades Park, N. J. Mr. Burnside was born 
in Oskaloosa, the son of a lumberman, 
William Burnside. Since his retirement 
in 1939 he had devoted much of his time 
to inventions'in occupational therapy and 
other fields that aid the blind. Death 
came from a heart attack while he was 
at work in his basement workshop on 
another such device. 


ERNEST LAMAR, 84, an executive of 
the Bibb Lumber Co., a manufacturing 
concern at Selma, Ala., died March 27. He 
also was a director of a bank and oper- 
ated a wholesale grocery business. He 
was the executive head of oil interests 
located in several Mississippi towns, and 
was former chairman of the board of 
trustees of Judson College. Survivors in- 
clude a son and a daughter. 


HERMAN E. BOLDT. 75, organizer of 
the Atlas Furniture Manufacturing Co.. 
Sheboygan, Wis. and for many years head 
of the Boldt Manufacturing Co., a lumber 
and millwork firm in the same city, died 
April 5 after a short illness. He had also 
operated a retail lumber business and was 
active in civic, fraternal and social or- 
ganizations. He was a former state sena- 
tor and the first mayor of Sheboygan 
Falls, Wis. 


CHARLES W. DAOUST. 64, president 
and treasurer of the Rock-Daoust Lumber 
Co., Cleveland, Ohio, died of pneumonia 
April 1. He was ill less than a week. For 
more than 25 years he was connected 
with the Prasse Lumber Co. and started 
his own concern about ten vears ago. Sur- 
viving are his widow. his mother, a 
daughter and a son, Walter N., who is 
secretary of the lumber company. 


SAMUEL H. BOWMAN, JR., 53. Minne- 
apolis, Minn. lumberman, died March 30 
at his home in Miami Beach, Fla. Mr. 
Bowman entered business in 1910 with 
his father, the late Samuel H. Bowman. 
Sr., and retired five years ago because of 
ill health. He had a summer home at 
Wayzata, Minn. Surviving are his widow, 
two sons and two daughters. 


FRED W. GRAVES, 68, head of the 
Jonesville Lumber Co., Jonesville, Mich. 
and associated in the Graves & Ford Lum- 
ber Co., North Adams, Mich., died March 
20 at his home in Jonesville. He had 
been ill nearly six months. Survivors in- 
clude Mrs. Graves, one daughter, one son 
and two grandchildren. 


JERRY R. VINCENT, head of a logging 
company in Everett, Wash., died April 5 
from a heart ailment. He had been in the 
lumber business for many years, at one 
time being manager of the A. V. Gray 
Lumber Co. and later was a partner in the 
Shoemaker-Vincent organization, lumber 
manufacturers at Seattle, Wash. 


L. L. MAJOR, 69, prominent retired lum- 
berman of Hattiesburg, Miss., died March 
23 after a prolonged illness. For many 
years he was associated with the Major 
& Sowers Lumber Co. in that city, but 
ill health caused his retirement several 
years ago. His widow and two sons sur- 
vive. 


W. A. BOWDEN, 63, lumber manufac- 
turer of Clarksville, Tex., died March 24 
following an illness of several months. 
His widow, two daughters and two sons 
survive. One of the latter, Harry H. 
Bowden is proprietor of the Bowden Lum- 
ber Co., a retail firm in Clarksville. 


TOM S. CARROLL, 65, head of the Car- 
roll Mill Co., Sedro Woolley, Wash., died 
April 4 at his home there. For 25 years 
he was with the Day Lumber Co., and 
was later in the service of the Eclipse 
Mill Co., Everett, Wash. Survivors in- 
clude a son and a daughter. 


WILLIAM R. WALKER, 77, president of 
the Black Hawk Lumber Co., Waterloo, 
Iowa, died March 31 of pernicious ane- 
mia. He had been ill for many months. 
Mr. Walker was active in the lumber 
business for more than 40 years. His 
widow and one son survive. 


PHILIP W. HUSTON, 72. associated 
with the Lincoln Lumber Co., Chicago, 
Tll., died March 23 after a two month ill- 
ness. He was previously in the employ 
of the Edward Hines Lumber Co. for 
many vears. Surviving are his widow and 
a daughter. 


SAMUEL B. TRICK, 70, for many years 
a lumber dealer at Oshawa, Ont., and a 
member of the firm of Gale & Trick. died 
March 23. He had been in the wholesale 
lumber business in Price George, B.C. for 
12 vears. Surviving are the widow and a 
son. 


JOHN MASON DASHER, proprietor of 
the J. M. Dasher Lumber Co., hardwood 
lumber manufacturers at Macon, Ga., died 
March 30 after a long illness. He had 
been in business in Macon for more than 
30 years. His widow survives. 


ELLIOTT BASCOMB HINELY, 61, pres- 
ident of the Industrial Lumber Co., Sa- 
vannah, Ga., died March 28 after a short 
illness. His widow, two sons and two 
daughters are among the survivors. 


FRANK N. YOCHEM, 60, wholesale lum- 
ber salesman of San Antonio, Tex., and 
well known among lumbermen of that 
State, died March 29 of pneumonia. His 
widow is among the survivors. 


E. E. COLLINS, 79, retired president of 
the Collins-Hill Lumber Co., Muscatine, 
Iowa, died March 2 after a. long illness. 
He retired three years ago. The widow 
and one daughter survive. 


GUY TREAS, 43, affiliated with his 
brothers, Cliff and Grover, in the Treas 
Lumber Co., Benton, Ky., died March 29. 
The Treas firm is one of the oldest in 
Benton. 


HENRY C. HEINE, 55, manager of the 
George H. Krudop retail lumber interests 
at Fort Wayne. Ind., died April 9. He had 
held that position for 35 years. His widow 
survives. 





DAVID H. REED, 81, large scale lumber 
dealer in lower Delaware, died April 11 at 
his home in Ellendale, Del. after a three 
month illness. He had been active in 
affairs of State. 


Lindsey 8-Wheel 
Tractor Wagons are 


Hymeneal 


WILLIAMS-VAN DE CAR—Miss Ann 
Van De Car, daughter of Mrs. Alice Van 
De Car of Wayne, Mich., became the bride 
of Ted Williams of Northville, Mich., 
Mar. 22, at Wayne. The bride and groom 
will make their home in Northville where 
Mr. Williams is employed by the Nowels 
Lumber & Coal Co. 


HILL - STURLZENEGGOR— Miss Mar- 
guerite Sturlzeneggor, daughter of Mr. 
and Mrs. Ernest Sturlzeneggor of Elkhorn, 
Neb. was married to Ben J. Hill, son of Mr. 
and Mrs. P. W. Hill of Omaha, Neb., on 
Mar. 22 at Eugene, Ore. The young couple 
will reside in Mowich, Ore., where Mr. 
Hill is employed by the Deschutes Lum- 
ber Co. 


CANTRELL-CALKINS — Miss Winnifred 
Calkins, daughter of Rev. and Mrs. Claude 
A. Caulkins of Pleasantville, Ia., was mar- 
ried to Ned P. Cantrell, son of Mr. and 
Mrs. Roy Cantrell of Xenia, Ill., on Mar. 
22 at Pleasantville. The bride and groom 
will live in Xenia, Ill., where. Mr. Ned 
Cantrell is associated with his father, Mr. 
Roy Cantrell, in the Contrell & Leach 
Roy Cantrell, in the Cantrell & Leach Lum- 
ber & Hardware Co. 





Frame Residence Costs 


Following are index numbers of construc- 
tion costs (based on 1926-1929 average as 
100), compiled by E. H. Boeckh & Associ- 
ates (Inc.), Cincinnati, Ohio, covering 
frame residences: 


1926- 
1929 1938 1939 1940 Mar. 
Area— Ave. Ave. Avg. Avg. 1941 
Pa 82.7 81.6 82.8 88.1 97.5 


Baltimore ..../107.2 91.9 93.5 100.1 109.7 
Birmingham .. 91.7 86.3 87.8 92.4 100.8 


Boston .. «000s 116.3 104.1 106.2 111.7 120.0 
CRICAEO  ...00 109.2 107.9 110.6 117.3 124.7 
Cincinnati ....100.5 100.4 103.2 105.9 114.9 
Cleveland .107.2 105.8 106.2 107.8 116.9 
i 103.1 91.2 95.1 100.7 109.4 
Denver . .... 95.0 109.0 112.1 110.6 112.2 
Detroit ........108.3 97.1 96:8 1088 215.2 
Kansas City...100.3 102.5 104.4 109.3 117.4 
Los Angeles... 92.7 89.7 93.6 96.3 104.1 
Minneapolis . 92.8 101.2 101.9 106.1 112.5 
New Orleans... 93.3 86.3 89.0 97.3 105.1 
New York City.133.3 118.9 122.1 124.6 130.3 
Philadelphia ..100.3 93.8 99.2 103.0 111.9 
Pittsburgh ....113.3 112.7 113.8 115.0 122.2 
St. Lowle.c.cs 118.6 104.1 107.0 109.2 117.7 
San Francisco.. 87.7 97.7 99.2 100.7 109.1 
Seattle ........ 84.5 96.5 96.7 99.0 105.8 
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Pat Bate. 
n Position 
0 Zoad+ 


ideal for tractor log- 
ging. They are used 
singly or in trains. 


LINDSEY 
8-Wheel 
Log Wagons 


continue to do the 
job cheaper and bet- 
ter for the practical 
logger. 


LINDSEY 
WAGON CO. 





For snaking and 
oeusolee i. 

. Self-Loa a ~ 
Laurel, - Miss. ders. 


Sole Manufacturers 











CLASSIFIED 
ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


CID cavedcceveccescoessce onee 

Two consecutive issues........ ...55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues........ ..90 cents a line 
Thirteen consecutive issues....... 

Twenty-six consecutive issues........ 


Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to twelve lines. 

Remittance to accompany the order. 
No extra charge for copies of paper 


Heading 





WANTED 














containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 





Wanted -- Salesmen 


SALESMAN—ESTIMATOR—ASS’T MANAGER 


For high class retail lumber and millwork concern 
in Southeastern Michigan. Must be thoroughly ex- 
perienced in retail lumber business, able to get 
and hold business, and assist in management. Ex- 
cellent opportunity for man with capabilities. Give 
full information in your first letter. 

Address “M. 55," care American Lumberman. 


SALESMAN 
Illinois city not Chicago. Good personality, ability 
to list from plans and make minor drawings is 
desirable. Give age, experience, nationality and 
salary expected. 
Address ‘“‘M. 83,” 





care American Lumberman. 





EXP. RETAIL BLDG. MATERIAL SALESMAN 


By Mississippi firm. Some knowledge of drafting. 

State qualifications, age, family, experience, refer- 

ences, present employment, salary wanted. 
Address ‘“M. 82," care American Lumberman. 


REPRESENTATIVE WANTED 


Salesman now calling on lumber dealers to carry 
a full line of Steel Bathroom Cabinets. Large 
Midwest manufacturer. In reply state exp. and 
territory covered. 

Address “M. 73,’" care American Lumberman. 








SALESMAN FOR WESTERN NEW YORK 


Desirable position open for experienced softwood 
salesman in Binghamton, Syracuse and Buffalo ter- 
ritory. Preference given to knowledge of territory 
and to man between ages of 28 and 38. Address 
all inquiries to P. O. Box 1192, Boston, Mass. 





Employees 


———eerTEerrTrrrrrr~wnrr eeEeaeEOoeeESeees@>@msEE_ OroOErlO;MM™ 


BILLER AND DETAILER 
Capable handling special millwork jobs. 
LOUISVILLE LUMBER & MILLWORK COMANY, 
Sixth and Hill Sts., Louisville, Ky. 





Employees 


PRODUCTION FOREMAN—NORTHERN WIS. 


Small modern elec. dimension mill needs man thor- 
oughly exper. in dimension work who knows how 
to increase production and lower costs. Must be 
able to set up matchers and moulders. Perma- 
nent. Give ref., age and salary desired. 

Address “‘L. 28,"" care American Lumberman. 


EXPERIENCED RETAIL YARD MAN 
For second man in country yard. Good chance for 
advancement. Give references with reply. 
Address ‘‘M. 46,’ care American Lumberman. 


YARD MANAGER WHO CAN GET RESULTS 


Forty miles from Chicago, 50,000 population. State 
salary expected, fullest particulars, first letter. 
Address ‘“‘M. 38,”" care American Lumberman. 











YARD FOREMAN AND SUPERINTENDENT 


Thoroughly conversant with lumber millwork and 
specialty items for larg yard in Washington, 
D. C., territory. Must be live wire; able handle 
large volume: supervise personnel, incoming and 
outgoing shipments and keep neat house. State 
in first letter age, education, experience and salary 
expected. Excellent chance for advancement. 
Address ‘‘M. 78,” care American Lumberman. 


BOOKKEEPER—LUMBER YARD EXPERIENCE 


One who can take care counter trade preferred. 
Give full details, salary, etc. 
Address “M. 85,” care American Lumberman. 





April 19, 1941 


CLASSIFIED ADVERTISING 





WANTED 











Employment 


AVAILABLE SOON 


Competent lumberman thoroughly experienced in 
all phases of retail lumber business. Efficient and 
trustworthy. Accustomed to responsibility. Capable 
estimator, draftsman, bookeeper, purchaser, etc. 
Familiar with package merchandising. Both big 
city and small town experience. Minimum salary 
$175 per month. 


Address ‘‘M. 59,” care American Lumberman. 





OFFICE MAN OR MANAGER 
Man with several years experience in retail yard 
desires position as office man or manager. Ex- 
perienced bookkeeper. References. 
Address “M. 57,” care American Lumberman. 


MILL SUPERINTENDENT OR MANAGER 
25 years experience in sawmills in Europe, soft- 
woods. Educated man, single, now working in a 
sawmill in New Hampshire. Versatile in every 
calculation and manipulation by dimension. Thor- 
ough trainer of men. Address: SAM HAUSMANN, 
Lincoln, New Hampshire. 


SUCCESSFUL LUMBERMAN AND DRAFTSMAN 
With varied experience. 
Address “M. 29,” care American Lumberman. 


HARDWOOD INSPECTOR 


Building yard experience, Foreman. Can come on 
short notice. 


Address “M. 28,” care American Lumberman. 














WANTED: ASSISTANT MANAGER 


Must be trustworthy. Capable estimator, book- 
keeper, ete. State salary expected, fullest particu- 
lars first letter. MERCER LUMBER COMPANIES, 
Hubbard Woods, Illinois. 


WANTED: MILLWORK SUPERINTENDENT 


For plant doing both stock and detail work em- 
ploying 25 to 30 men located in one of the best 
towns in State of Washington. Give age, experi- 
ence, whether married or single, and salary ex- 
pected. 
Address ‘'M, 





84,"" care American Lumberman. 





WANTED: YOUNG MAN 
To assist with the bookkeeping and clerical work 
in retail lumber yard. 
Address “‘M. 80,"" care American Lumberman. 





WANTED: ASSISTANT TO THE BUYER 
For a line vard company. 
Address “M. 79,” care American Lumberman. 


SHIPPING CLERK 


Thorongehlv conversant with lumber millwork and 
snecialtv items for large yard in Washington, D. C. 
territory. Must be live wire. able handle large 
volume. State in first letter are, education, exne- 
rience and salary expected. Excellent chance for 
advancement. 

Address ‘“M. 





69,"" care American Lumberman. 





EXPERIENCED SHIPPING CLERK 


Lymber Retail Yard. Give age, experience and 
salary expected. P. O. BOX 134, Macon, Ga. 





ASSISTANT TO MANAGER 
Experienced man for lumber yard in Northwestern 
Ohio. State exnerience and salary expected. 

Address “M. 90.’" care American Lumberman. 





ESTIMATOR AND SALESMAN 


For large vard. City of 70.000, near Chicago. State 

aualifications, references, salary expected and full 

information. 
Address ‘M. 


87,’"" care American Lumberman. 





THOROUGHLY EXPERIENCED MANAGER 


For Medium sized retail lumber yard in central 
Tllinois. 


Address “M. 94,’ care American Lumberman. 





YOUNG MAN WITH LUMBER EXPERIENCE 
Wanted by large manufacturing and wholesale of- 
fice. State age and salary in renlying. 

Address “M. 97,” care American Lumberman. 





Employment 


YOUNG JOURNEYMAN—CARPENTER 


Desires to learn retail lumber management. Ex- 
perienced all-round repairs, remodeling, follow 
plans, estimate. Wishes to contact small yard 
undertaking outside work. Useful in office, take 
charge small contracts; personal interest in deal- 
ings and work. Position for near future. Long 
hours no drawback. Decent wage. Anywhere. 
Address “M. 74,” care American Lumberman. 





LUMBERMAN WITH 20 YEARS EXPERIENCE 


In all phases of lumber business desires new con- 
nection as Manager, Assistant Manager, Auditor or 
Office Manager, either manufacturing or retail 
spheres. Must have position of responsibility with 
salary commensurate to ability. Prefer Wisconsin 
territory. 

Address ‘‘M. 66,’" care American Lumberman. 


BAND SAW FILER 
26 years experience all classes timber. 
saw extra. References. 
Address “M. 72,” care American Lumberman. 





Fast mills 





CAPABLE EXECUTIVE—MANAGER 


Backed by twenty years successful experience in 
all phases Retail Lumber’ Business. Available 
May Ist. 


Address “M. 70,” care American Lumberman. 





FACTORY SUPERINTENDENT AVAILABLE 


Wide experience in all details. Knows how to 
handle workmen and execute orders properly on 
special and stock millwork: capable estimator, 
detailer and biller. References. 

Address “M. 68,’’ care American Lumberman. 





YARD MAN OR ASSISTANT YARD MAN 


Single man, 35 years old, wants position as as- 
sistant yard man in large yard or yard man in 
small yard. Prefer rural section. 4 years experi- 
ence retailing, collecting, soliciting, planing mill, 
clerical. 

Address ‘“M. 86,” care American Tamberman. 


YARD MAN OR ASSISTANT MANAGER 


American, Swiss descent, 20 yrs., exp. everything 
pertaining to lumber and building trades. Capable 
handling large volume business. Would like change 
by May Ist. 
Address ‘“M. 





88,"" care American Lumberman. 


COMPETENT RETAIL OR WHOLESALE MGR. 
25 yrs. exp. mer. retail & wholesale yds., desires 
connection Line or Individual Yd. Salary & share 
profits, privilege invest when integrity & worth 
proven. Prefer large yd. Thoroughly exp’d pkg. 
selling. Creative producer, energetic, sober, avail- 
able short notice. 

Address ‘M. 89,” care American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Wishes position as manager of retail 
auditor. 
Address 








yard or 


“M. 81,” care American Lumberman. 


DETAILER AND BILLER 


Good man wants permanent position. Go anywhere. 
Address “M. 93,’”’ care American Lumberman. 


EXPERIENCED MANAGER AVAILABLE 
For retail yard or auditorship. Mill, wholesale 
and retail experience. Capable in purchasing, 
credits, accounting and selling. 

Address ‘‘M. 92,” care American Lumberman. 











EXPERIENCED LUMBERMAN WANTS POSITION 


Age 44, 26 years’ experience from woods to car. 
Lumber inspector. 13 years with one firm as plan- 
ing and flooring mill supt. 

Address ‘“‘M. 98,"" care American Lumberman. 





